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Selling Paint Under a Personal Guarantee..................... Da raata aah aaataire oe 53 


this story deals with a man who backs up the paint he sells with his own guarantee, who gives his cus- 


tomers service plus and who claims that he has yet to lose a customer. Read how the Frank Hand Co., 


Elizabeth, N. J., does it. Yow will find it interesting reading. 


The Greatest Market for Builders’ Hardware. By T. J. Ray.................... 


“Re-hardwaring” is a new expression and the description of it as embodied in this article will give the 


hardware merchant a new angle on the selling of builders’ hardware, It opens up a new field hitherto dis- 


regavded by many. 


Sounding the Last Call for the Holiday Seasom...............ccccccccccnccccees 


Christmas is only a few days away and unless all signs fail it should prove a banner season for the retail 
hardware trade. HARDWARE AGE has emphasized the gift idea as applied to the hardware store and in this 
story you will find the final reminder along this line. 


Electrical Goods Make Repeat Customers. ............... 02. c cece cece cent ee nees 
Buy one useful electrical article from the hardware store and it invariably creates the desire to buy more 


It’s a peculiar thing, but true, nevertheless You will find a number of valuable suggestions in this story, 
so take our advice and read it. 


Selling Brushes to the Housewife. By Edith Hollick Oliver ..................... 


Have you ever stopped to think how many different kinds of brushes there are and to how many uses they 
are applied? Think it over and then peruse this article. We are inclined to think that jou will then realize 
that there is a worth while field open to you in the sale of brushes to the housewife. 
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There are a number of small articles that are carried by the hardware store as a matter of course and 
presence in the stock is taken for granted to such an extent that they are seldom featured This 
scribes a window display that served to bring out the importance of a small but useful iten 
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An Excellent Type of Latch 
for Every Kind of Swinging Door 


Due to the National No. 25 Latch thousands of swing- 
ing doors in our fine land have been rendered more 
useful. It has proven to be a most popular type. 


Made entirely of steel, it is unusually strong and serv- 
iceable—and being readily adjustable for doors of all 
thickness from 34, to 214 inches, it meets all ordinary 
requirements. The large bolt is sherardized to pre- 
vent rust and has a rounding face which works easily 
on the roller-shaped edge of the strike. 


Handle is placed back of center case to prevent any ee AT HOLDS BOGR, 
injury to the hand when opening or closing the door Nea by 
and is so constructed that it cannot flatten when door 

swings or blows back against the building. 


Easy to install—simply bore a 14-inch hole for handle 
and insert screws. Every little feature about this latch 
is a talking point that strongly recommends its pur- 
chase. 


We have an attractive proposition for dealers. 
May we outline it for you? 


National Manufacturing Co. 
Sterling, Illinois 
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’D like to get a few cans of 
white house paint. The wife 
says if I don’t paint the front 

porch it’ll fall apart this winter.” 

The dealer pulled down a can of 
outside white house paint and set it 
on the counter. 

“Here’s just the thing you want,” 
he said. 

The customer looked it over some- 
what sceptically. 

“How much does this sell for?” he 
asked. 

The dealer told him the price. 

“I don’t want to spend as much as 
that now, with winter coming, just 
for front porch paint.” 

“Well, let me tell you something,” 
the dealer replied. 

“Real economy is not so much sav- 
ing your money, but spending it 
where it will do the most good. 

“Isn’t it worth while to spend a 
dollar now to save five later? Espe- 
cially if you’re going to save it on 
your own property. It’s easier to 
keep what you have in good condi- 
tion than to have a carpenter re- 
build part of your porch later on and 
then have to paint it anyway. 


“Wood that’s well painted always 
lasts longer. Now is the best time 
to paint, with winter coming. The 
sleet and snow and rain and thaws 
during the winter do more damage 
to an exposed wooden porch than 
anything else. If you don’t paint it 
now I’ll bet you a spring hat that 
you'll have to have it fixed up by a 
carpenter in the spring. 

“Besides that, if you get a cheap 
paint it won’t stand up. It’ll peel 
off or crack under the moisture and 
thaws during the late winter. 


Save the Surface 


“If you save the surface, you 
know, you save the whole thing. 

“T’ll tell you what I’ll do. I'll give 
you my own personal guarantee on 
this paint. I'll guarantee it to 
stand up not only this winter, but 
as long as any paint you’ve ever had 
on your porch, or pay you back your 
money with interest.” 

“How many cans of this stuff 
would I need?” asked the customer. 

“What size porch have you got?” 
the dealer asked in turn. 

“Well, let’s see 
53 


I guess 





it’s about 18 feet across and about 
8 feet deep.” 

And at that point we left them. 
The customer was absorbed in what 
the dealer was telling him about 
applying the paint so as to get the 
desired results. 

We would like to have remained 
longer and learned more about paint 
and the selling of it. What we did 
learn, however, is worth passing on 


to others interested in the same 


subject. 

The Frank Hand Co., 335-337 East 
Jersey Street, Elizabeth, N. J., turns 
over approximately a $10,000 stock 
of paints and varnishes three times 
a year in a locatio is off the 
beaten track of Most of its 


iseholders. Frank 
Hand has | ip his business by 
winning t ynfidence of the people 
who trade with him. He sells paint 
on his own personal guarantee, and 
prides himself on never having lost 
a customer. People go to him for 
advice on the kind of paint to get 
even though sometimes they are go- 
ing to have a master painter do tf! 
work. 


customers aré 
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The Frank Hand Co., Elizabeth, N. J., conducts a paint department that is efficient in every sense of the word, 
both extensive and well arranged, as may be seen by the illustration 


The Frank Hand Co. sells paint 
absolutely on a quality basis. In no 
other way could Frank Hand suc- 
cessfully give his own _ personal 
guarantee. He believes in carrying 
a stock of paints and varnishes that 


is ample to meet the demands of his 
community. 

Although he believes in the value 
and importance of good window dis- 
plays, he lays more stress on interior 


arrangement. The interior of his 
store is both well lighted and well 
arranged. Everything is handy in 
the best sense of the word. There 
is no space wasted in the arrange- 
ment of stock in the paint depart- 
ment. 

Among the big factors in connec- 
tion with Frank Hand’s paint de- 


partment are the paint supplies and 
accessories that he sells. Ladders, 
brushes, scrapers, sponges and other 
sundries are stocked and sold, not to 
householders only, but to painters as 
well. 

There is a small paint store next 
to Frank Hand’s, The proprietor of 
it is a master painter, and does odd 
jobs around the neighborhood. But 
for every person that goes to this 
paint store there are two who go to 
the Frank Hand Co. paint depart- 
ment. 


The Reason for Success 


The reason is simple. Frank 
Hand takes a personal interest in his 
customers and in their troubles. 
The master painter next door views 


The stock is 


his customers’ troubles simply as 
another paint job. The human equa- 
tion is lacking. Hand also does a 
good business in wall paper, which 
we may have occasion to mention at 
some other time. 

The photographs that accompany 
this story show clearly the way 
Frank Hand features his paint and 
varnishes. 

But the basis of Frank Hand’s 
business success is the attention he 
gives to details. No customer’s re- 
quirements are too small to be given 
patient attention, and complete satis- 
faction in both merchandise and ser- 
vice. It has been by winning the 
confidence of his trade that he has 
grown koth as a merchant and as a 
man, 














There ts a lot of interior decorating being done just now and this window of Frank Hand’s serves as a distinct reminder of the 


fact. 


You will find everything used in interior decoration in this display 















The Greatest Market for Builders’ Hardware 


The Re-Hardwaring of Homes, Offices and Other Buildings 
Presents a Profitable Field for the Live Merchant—House- 


to-House Canvass Reveals Sales 





HAT is your largest market 
W\ for builders’ hardware? 
No, you’re wrong. It’s 
not new buildings. 

It never has been new buildings— 
at least not during the past fifty 
years. 

Big as that market has_ been, 
there’s a bigger one—so big that 
none of us dare estimate it. Big 
enough to absorb all the builder’s 
hardware that can be produced the 
next twenty years—even if not an- 
other new building is erected. 

This great market has been right 
under your nose and ours all these 
years. It’s been as close to us as 
our own homes and our own stores. 
It’s been in our very hands every 
time we opened or shut a door in 
any house a dozen years old. Yes, 
and in some houses half a dozen 
years old. 

Re-hardwaring Possibilities 

You’ll find it, just as we have 
found it, in the “re-hardwaring” of 
the homes, stores, offices and other 
buildings of your home town. 

If you had made the house-to- 
house canvass that we have made, if 
you had talked with the enthusiastic 
property owners we have talked to, 
you too would realize the great sales 
possibilities in this new word “re- 
hardware.” 

But if you had heard what some 
dealers say, who have been awake to 
this market, nothing could keep you 
from getting into the field at once. 
Just read this word from a fellow 
dealer : 

“It wasn’t until the beginning of 
last year that I realized the oppor- 
tunities in the sale of builders’ hard- 
ware. My sales for 1916 for build- 
ers’ hardware amounted to $2,000. 
Throughout 1917 we increased our 
efforts in this particular department 
with the result that the end of the 
year showed sales amounting to 
$8,000. 

“Until the idea of re-hardwaring 
was presented to me, I had never 
given the subject any particular 
thought. My increased business had 
to do, not only with the re-hardwar- 
ing of old homes, but in addition 
resulted in the sale of a better grade 





By T. J. Ray 
The Peck, Stow & Wilcox Co. 


of hardware for use in new build 
ings.” 

Here’s another one that’s even 
more enthusiastic: 

“When the re-hardwaring idea 
came to me, I naturally became en- 
thusiastic, because of the wonderful 
opportunities the idea presented. I 
realized that by making a small in- 
vestment in the re-hardwaring of 
houses, flats, etec., which I had for 
sale, that I could get 10 per cent 
more, in many cases, than I originally 
planned to secure for the property. 

“T find that people without argu- 
ment, or without almost any sug- 
gestion, feel that when hardware is 
new that the building is not as old 
as it really is. In other words, youth 
has been added to it in re-hardwar- 
ing. 

“Another point in favor of this 
idea is that flat buildings change 
hands on an average of from every 
three to five years, and if they are 
re-hardwared, it is an indication of 
a good grade of tenants, and makes 
the sale easy.” 

But when you get into the house- 
to-house canvass you get the real 
story. That’s where we found the 
basic reasons for the wonderful sales 
possibilities in this “re-hardwaring” 
idea. Not satisfied with a few in- 
terviews we carried this investiga- 
tion to the point that proves our case 
beyond all doubt. 

Increasing Property Values 

Here is another one that shows 
how “re-hardwaring” will add to the 
value of property: 

“A few months previous to re- 
ceiving the re-hardwaring idea, I 
was living on a small farm near this 
city. Shortly afterward I purchased 
this home, an eight-room house, but 
before moving in, instructed a con- 
tractor to make some alterations, 
and at the same time to figure on re- 
hardwaring the place. When he 
submitted his estimate he had 
allowed $31 for re-hardwaring. Upon 
asking him what kind of hardware 
$31 would buy the contractor replied : 
‘Oh, just hardware for the house.’ 

“Tl had the contractor cross off this 
part of his estimate, for I decided 
to attend to this purchase myself. 
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This I did at a cost of $76, and I got 
high-grade goods. I would really 
estimate that the new hardware has 
increased the value of my home not 
less than $500.” 

Now to get after it. We're going 
to help you tell this “re-hardwaring” 
story to your town-folk. They must 
be made to realize four big things 
about the hardware in their homes. 

Four Important Facts 

First: They must be shown that 
old locks are dangerous. That hard- 
ware won't last forever and that 
every old lock about the house should 
be inspected. Worn out locks should 
be replaced for protection. Do you 
know that 80 per cent of the door 
locks in your town can be picked 
with a button hook? Just look to 
your. own locks and bring this big 
idea right home yourself. Then 
you'll appreciate its importance 
more than ever. 

Second: They must be taught to 
consider “re-hardwaring” just as 
necessary as re-decorating. Think 
of the thousand and one re-decorat- 
ing jobs around your town that 
would be 100 per cent better if new 
hardware had been installed at the 
same time. People don’t think of it. 
It’s up to you to tell them. The 
appeal of attractive decorations is a 
strong one—even in these times. 

Third: Then comes the question 
of increased value. Why we've in- 
vestigated case after case where new 
hardware in both houses and com- 
mercial buildings has added 10 per 
cent to the value, facilitated renting 
and increased business many fold. 
Every one knows that new hardware 
prolongs the life of buildings just 
the same as paint. All we've got to 
do is to remind them. 

Fourth: Tell them how easy it is 
4. do the work. We must show the 
householder that he can do the work 
himself, that new designs easily re- 
place old ones, and that the markings 
of the old patterns will be covered up 
entirely. 

Appoint one of your bright young 
men to the new position of “Re- 
hardware Expert.” Let him check 
over your stock and get things i 
ship-shape ready for busines: 






























































Sounding Last Call for the Holiday Season 


Hardware Stores Are Centers of Supply for Useful Christmas 
Gifts and the Progressive Hardware Merchant Should 


Bring This Fact Home to His 


Another season of Santa 

Claus, tinseled Christmas 
trees, fireside stockings, turkeys, 
toys and all sorts of good things 
of the season—and for hardware 
merchants—Christmas hardware. 

It scarcely seems that a whole 
year has rolled by again since our 
last holiday season, and yet here 
we are once more thinking and 
planning for displays and advertis- 
ing anent this holiday season. 

For some years back we have 
heard much of and made a big 
thing out of the caption—“BUY 
USEFUL GIFTS THIS YEAR’’—and even 
though we may possibly tire of it, 
isn’t this suggestion good advice, 
after all? 

The many 


ee hardware. 


little novelties and 
knicknacks which change hands 
each Christmas are, of course, 
typical of the good spirit behind the 
gift, but how long do they last, how 
long do we think of them, and what 
are they really good for? 

On the contrary, a good, useful 
article when presented by one 
friend or relative to another is not 
only in keeping with the Christmas 
spirit, but it also means something 


to them for the remaining 364 days 
of the year. 

Our hardware stores are centers 
of supply for these sensible gifts, 
and it seems that we need not hide 
the candle of “useful gifts” behind 
any “bushel” of antiquity. The idea 
may not be new, but it’s a good 
principle just the same. 


Gifts for the Entire Family 


Moreover, our stores are not at 
all limited in scope, for, we have 
an assortment of gifts for every 
member of the family. 

Suppose we learn that mother has 
been wanting a nice, new, spick- 
and-span, enamel-finished range for 
her kitchen. She has admired this 
range on the occasion of visiting 
our store for the purchase of a 
kitchen knife or a food-chopper; 
that handsome, snow-white range 
standing in prominent display near 
the door caught her eye. Perhaps 
we showed her its many good points 
and made a note of it in our stove 
prospect book. Later we told her 
husband that here was a fine, sen- 
sible gift for his wife—one which 
would not only make her happy on 
Christmas, but which would also 
render good, faithful service to her 


Customers 


and to the rest of the family every 
other day in the year, and for many 
more years to come. 

Isn’t this one idea for selling 
Christmas hardware? 

Then here’s another. 

Mrs. John Q. Smith comes to our 
store a few weeks before Christmas 
to make a purchase of a glass wash- 
board and, while waiting for the 
sales slip to be made out, her atten- 
tion is drawn to one of our electric 
washing machines—a_ thing . of 
beauty with its polished copper 
tank and nickel trimmings. 

She remarks how glad she would 
be if she could have one of those 
splendid machines to do her own 
washing each Monday morning; 
she says she just knows it would 
turn blue Monday into happy Mon- 
day if she could have her washing 
done for her by turning on an elec- 
tric switch which said, “I’ll do the 
work.” 

Just the idea we have been look- 
ing for, again; another item for a 
Christmas hardware _ suggestion 
goes into our prospect book. 

You also know Mrs. James X. Y. 
Brown. 

She lives in your town, too. 

She was in our store the other 
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In addition to vacuum cleaners, sewing machines and kitchen cabinets, there are many smaller articles which will make accept- 


able Christmas gifts. 
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Here are a few kitchen hardware suggestions 
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day and saw an electric sewing ma- 
chine being demonstrated to a pros- 
pect by one of our salesmen. Mrs. 
Brown remarked that she would 
love a sewing machine. She said 
they couldn’t afford an electric 
model, but she had been talking 
to her husband about one of the 
regular foot-operated machines, and 
he had promised her she could have 
one some day before long. 

Now, Christmas Day is one of 
these days coming before long, and 
if James X. Y. doesn’t get this bee 
put into his bonnet it will all be 
our fault. 

Yes, sir, there are lots of items 
in Christmas hardware for the good 
housewife. 

There’s that beautiful and prac- 
tical white-enameled kitchen cab- 
inet, and right next to it another 
in oak finish if the price of the for- 
mer seems a bit high for some pros- 
pects. 


Don’t Forget the Vacuum Cleaner 


Here’s an electric vacuum cleaner 
and several hand-propelled ones. 

In fact, the household depart- 
ment of our hardware stores is just 
full of useful and practical gifts for 
Madam Housewife. 

Look at those percolators and 
casseroles over there. One of those 
polished percolators in colonial de- 
sign will delight any housewife. 
Aluminum ware is apropos to the 
season, too. 

But dad isn’t to be forgotten in 
this Christmas deal, however. 

He’s a good dad and generally 
furnishes the money to foot all the 
household bills, but friend wife 
has been laying aside a certain sum 


The washing machine has forged its way into the front rank of popularity. 
appreciated because it is a labor-saver first, last and all time 





each week for several weeks in or- 
der to buy that Christmas surprise 
for him. 

Where can she more aptly go for 
this purchase than to the hardware 
store? 

Gifts for the Hunter 


One dad I know of is a great 
sportsman. 

Of course, he wants to select his 
own guns; we want him to, and 
expect that he is the best judge of 
just which gun suits him best. 

But there are many things in the 
sporting goods line which are ac- 
ceptable accessories to the outfit. 

This dad likes to go out for a 
day’s hunting with his companions 
and take along his lunch. He didn’t 
have a thermos bottle for the kit 
which he always carries in the car, 
so here’s our suggestion No.1. We 
can easily draw up a long list for 
our sporting goods friends when 
their wives come to our stores for 
a Christmas remembrance for these 
hunters. 

There’s* the pocket compass, the 
hunting bag, the hunting knife and 
a hundred more which we can all 
think of almost without being re- 
minded of them. i 

The man with a car is easy, for 
he can never have all the auto ac- 
cessories on the market if he lives 
to be as old as Methuselah. 

Perhaps he has always been in- 
tending to buy a flashlight, but 
kept putting it off. Here is mother’s 
chance to fill in on her Christmas 
shopping list; one of these new 
model spotlight flashlights will 
make him a dandy present. Pos- 
sibly a pair of winter driving gloves 
or an auto foot-warmer will be just 


It makes an ideal holida 


ind should be 


the thing. Or, if he is a handy man 
and likes to tinker around his car, 
one of these tool rolls will surely 
appeal to him. 

Maybe he hasn’t a car and is 
one of those chaps who so thor- 
oughly enjoys the comforts of his 
own home that he likes to spend 
all of his evenings there with the 
family (when he isn’t taking them 
to the movies). If so, here’s a 
mighty nice smoking set for him, or 
that set of fireplace tools and the 
wicker fireplace basket ought to 
strike his fancy. 

But what say you? 

We seem to have forgotten the 
youngsters! . 

Naturally every youngster wants 
a hand sled, and in sleds the hard- 
ware store of to-day has such won- 
derful ones that the boys simply 
can’t get by the store without giv- 
ing them the “once-over”—and then 
the “twice and thrice.” 

Skating Time Is Here 

Ice skates are almost as popular. 
There they all are, spread out for 
display on the table—tiny double- 
runner skates for tiny tots, ranging 


right through the various sizes and 
models for bigger boys and girls. 

And so they go, boys and girls, 
with so many interesting and fas- 
cinating articles in the hardware 
store that they never seem to tire 


of looking them over and comment- 
ing on what they would like to have 
for Christmas. 

So here we are at the beginning 
again—useful gifts make a happy 
Christmas .for mother, dad, little 
brother, big brother, tiny sister and 
grown-up sister. 
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Electrical Goods Make Repeat Customers 


Everyone Who Buys Electrical Merchandise Is a 


Prospect for Further Purchases—Every Home 
Presents Future Possibilities for Sales 


for 
everybody.” 

That’s the goal every 
hardware dealer, selling electrical 
goods, should keep before him. And 
the day is dawning when that goal 
will be reached. Nothing has taken 
a firmer hold on the public than the 
convenience and efficiency of elec- 
trical devices. The public is sold, 


¢ "Fy everybody.” electrical 


electrical household devices is the 
fact that each customer is a prospect 
for further purchases. When we sell 
a man a bill of builders’ hardware 
for his new home we are through 
with him as a builders’ hardware 
customer for a great many years to 
come. When a man buys paint he is 
apt to be out of the market for paint 
for some time. But when we sell 


trically” every time he gives her a 
present. This woman won’t be dodg- 
ing birthdays either, for every 
birthday means some new electrical 
convenience in her home and she 
wants them all. Holidays bring her 
real happiness in the way of some 
new electrical equipment. 

Shrewd hardware men will work 
the gift idea for electrical devices 














The 7. B. Rayl Co., Detroit, 


believes in pushing electrical goods, particularly during the Christmas season. 


Heaters, irons, 


and a variety of cooking utensils are among the items featured 


thoroughly sold on the idea of elec- 
trical equipment in the home. 

Great business has been done in 
washing machines, cleaners, lamps, 
toasters, percolators, etc. Great 
business is being done in these 
items. And greater business is to 
be done. For although the electrical 
idea is not a new one and is respon- 
sible for an ever increasing volume 
of business, yet only a start has been 
made in electrically equipping the 
homes of the land. 

One of the advantages of selling 


him his first electrical “machine” we 
just begin to get a steady customer. 
First he buys a washer, then a 
vacuum cleaner, and these purchases 
lead, in time, to the hundred and one 
other electrical devices which serve 
to make the modern home a clean, 
comfortable place in which to live. 

There is a woman in our town 
who says that she is going to have 
an electrical home just as soon as 
enough birthdays and Christmases 
roll around. She has instructed the 
man of the house to “say it elec- 


58 


and work it hard. This Christmas 
season should see electric irons, 
heaters, toasters, grills, etc., march 
out of the store in lively fashion. 
Electrical goods should be especially 
well displayed, and should be ener- 
getically advertised for the Christ- 
mas trade. If they are, there is sure 
to be a decidedly worth while re- 
sponse, 

One sees readily that the T. B. 
Rayl Co., Detroit, considers its elec- 
trical department as important as 
any in the store. It is located on the 
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This window suggests the value 


first floor just at the right of the en- 
trance. Most people are right-eyed 
as well as right-handed. They sight 


down a gun barrel with the right 
eye, and they see more with that 


optic than with the other. This be- 
ing the case, the right-hand counters 
at the right of the entrance of the 
store are among the most valuable 
in the store. 

“Sales justify that arrangement,” 
says Mr. Khral, of this company. 
“We do a splendid business in irons, 
heaters, toasters, percolators, in fact 
that whole line. Of course Detroit 
is a fine city in which to sell such 
merchandise, as most of our people 
have electrically wired homes and 
can buy these devices. And the ma- 
jority of them are able to buy quality 
merchandise. And that is the only 
kind we carry, the only kind that a 
store can afford to carry.” 


An Electrician in Charge 


In the store of the Edwards & 
Chamberlin Hardware Co., Kalama- 
zoo, Mich., the electrical department 
is in charge of a young man who is 
a practical electrician. This ar- 
rangement has proven to be ideal. 
He is enthusiastic in making sa’es, 
and understands the devices well 
enough to bring out sales points that 
are of value. 

“We have surprised ourselves with 
the sale of small electrical equip- 
ment,” George B. Churchill, 
Churchill Hardware Co., Galesburg, 


says 


of the 
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vacuum cleaner as a gift 


Ths window of the Finch Hardware Co., 
goods 


assortment of electrical 


may 
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Ill. “Such things as two-way plugs 
and outlets seil very rapidly. We 
have kept track of the daily sales in 
this department and really is a 
surprise, a pleasant surprise, too. 
These goods are out in plain sight, 
on counters and display boards, and 
it is a noticeable fact that customers 
who come in to buy something else 
usually take home a new plug, a cord 
or some other equipment. And these 
goods carry a very inviting margin 
of profit too.” 


Getting Factory Business 


Lamp sales are a big possibility. 
The Peoples Hardware Co., Gary, 
Ind., has gone out after the factory 
business of the city, and carries 
dozens of very fine lamp contracts. 
have 
succeeded in building up a nice case 
business in lamps. 

Electricity t, and is a big 
factor in modern existence. Elec- 
trical devices are popular and prac- 
tical and are fast The 
market is as wide as the continent 
and every sale means future sales. 
That’s the best part of it all. 


Many other hardware stores 


Is a tac 
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How About Selling Brushes to the Housewife? 


There’s a Different Kind of Brush for Every Kind 
ef Cleaning and the Hardware Merchant Can 
Capitalize This Fact to His Advantage 


HEN the housewife buys 
brushes there is a reason for 
every purchase. Finding 

out what this reason is and playing 
up to it is the secret of real sales- 
manship. In many cases it is not 
the article itself which clinches the 
sale, it is the underlying reason for 


By EpitH Houuick OLIVER 


buys the thing itself and women buy 
the result, 

Practically every brush made to- 
day is made in response to some 
definite demand, and both in point of 
material and design it is fitted to 
perform this special work with the 
highest degree of efficiency. Brushes 


the dealer, and even in the limited 
field of the housewife’s use there is 
much to be said. The day has long 
gone by when the most primitive 
homekeeper buys just “a brush.” 
The writer went into a general 
store in the Berkshire Hills and 


asked the proprietor for a small 
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When you say brushes the mind naturally thinks of a paint brush and of the paint department. 


This interior display combined 


both paints and brushes, the brushes being exhibited in the showcase 


the purchase; at least it is so with 
women. 

For example: A woman comes in 
to buy a “dust brush.” If a man 
came in to buy a dust brush he would 
immediately be interested in the con- 
struction, material, finish, and make, 
of those shown to him. To the 
woman these are mere details. She 
is always attracted by appearance, 
but she thinks first.and last of the 
fitness of the brush for the purpose 
which first actuated her to buy it. 
Will it be narrow enough to go be- 
tween certain things—are the bris- 
tles long enough to reach—some- 
where. Broadly speaking a man 


are preéminently practical; their sale 
is not seasonal, and the proper selec- 
tion is one of the most important 
branches of hardware store stock. 

There is an almost unlimited vari- 
ety of individual designs, and the 
dealer’s customers become the decid- 
ing factors in the ultimate selection. 
Brushes are- bought for widely dif- 
ferent uses; by mechanics—for use 
in railroads and steamships, etc.— 
for the housewife, and for the 
toilette. 

There is enough interesting and 
valuable data under each of these 
heads to make a good story and one 
which would be of practical value to 
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scrubbing brush. ‘Wet or dry,” he 
said, and the distinction is a good 
one, for housework demands distinct- 
ly different brushes according to this 
drastic distinction. 

One of the first household brushes 
was the “wet” scrub article. It is 
still among the indispensables, but 
its many users have demanded it in 
many different styles. Some brushes 
have very stiff bristles and some are 
fitted with longer and more flexible 
ones; some have what are known as 
“tails” or raised ends, and some are 
straight. The long handled ‘deck’ 
scrub is used often too. 

Under the general head of scrub 











December 15, 1921 


HARDWARE AGE 





herrisons 





“THE PATH 












tO) BEAUTY 
Country Paint 








f Pht 
rel #/PUL ; tf 















Paint brushes of all sizes and descriptions are to be found in this well-arranged 
window. It’s an excellent example of concentrated sales effort 


also come some extremely profitable 
specialities. There is the dog brush, 
which canine enthusiasts buy eager- 
ly when they learn that it not only 
cleanses but smooths and brightens 
the coat. Every housewife will ap- 
preciate the special bath tub scrub 
brush, for the daily removal of the 
“ring” on the tub is a familiar bug- 
bear. Some of them like it with a 
handle, and some without. 

Certain rough and heavy pieces of 
laundry (where there is not a wash- 
ing machine) are best treated with 
the special laundry brush. One of 
the favorite household brushes is the 
small scrub with a handy raised 
handle. It performs uncounted serv- 
ices everywhere. 

When a woman comes in and asks 
for a “scrubbing brush” she may 
have any of these special needs in 
mind. It is certain that she will 
appreciate the salesmanship which 
recognizes what may lurk under the 
seemingly humble title of “scrubbing 
brush.” 

The queen of the dust brushes lives 
inside the vacuum cleaner, and the 
next in rank is that of the carpet 
sweeper, but outside of these the 
dust brush appears in specialties 
which are among the favorite tools 
of the housewife. Women who are 
satisfied with the plainest things for 
all other work, will spend money for 
dust brushes, and will have a variety 
for different purposes. There is the 
special stair brush. Furniture calls 
for several distinct sorts of brushes. 
There is the light soft bristle for 
wood; there is the stiff close bristle 
for fabric; the special long flexible 
one for velvet, and the very long 


bristles for hangings. Tufted fur- 
niture calls for the pointed brush, 
and many housewives like this fea- 
ture incorporated on the end of a 
straight brush, or on the end of a 
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handle which terminates opposite in 
a regular dust brush. Fancy 
handled, and fancy colored, dust 


brushes are always popular. 

The hearth may have disappeared 
in favor of the radiator, but the long 
handled brush that once swept it 
clear of ashes is still in high favor 
with housewives for gathering up 
stray dust and scraps, and the radi- 
ator itself is cleaned thoroughly by 

long narrow brush which reaches 
the otherwise inaccessible spaces be- 
tween the pipes. 

No matter what sort of floor the 
housewife has, she needs a brush for 
it. Hard wood, so popular to-day, 
is kept in order by a weighted brush 
which waxes or polishes it; or it is 
simply brushed by the old reliable 
long bristle Size is of 
course the great distinction in these, 
even above price, but there is a de- 
cided preference those with or 
without the straight or the “round” 
ends. 

Our grandmothers used the Pope’s 
Head to clean windows, and it is still 
going strong. Several offshoots of 
this brush which will reach through 
to the dust-collecting ledge of the 


sweeper. 

















Mighty few housewives could pass this showcase display without stopping t 


into the merits and 


uses of the various brushes shown 
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transom or up inside the cornice are 
also popular. 

Whether it be a costly chest con- 
taining the full complement of silver, 
or only a small amount of plate, the 
housewife takes pride in keeping it 
bright, and the silver brush is one 
of the real indispensables of the 
home outfit. There is strong indi- 
vidual preference in selecting the 
silver brush, and as they are not 
costly, it is difficult, and unnecessary, 
to lose a good customer because of 
lack of choice. The great dividing 
line is the straight or the curved 
model. Some of the straight advo- 
cates even go so far as to demand 
a brush that looks a bit sway-backed. 
As a rule the silver brush is not used 
for anything else. There must be a 
different one for brass, nickel, etc. 


Some Unusual Brushes 


A brush that is popular in many 
parts is that especially designed for 
cut glass. It is suitable for either 
wet or dry cleansing, and is supposed 
to reach all the facets and make them 
extra lustrous. Another brush which 
is extremely popular, especially with 
young housewives who keep things 
nice, is that which straightens the 
fringe on household linen, a process 
which is ordinarily difficult and 
disastrous. 

The housewife will also be inter- 
ested, most especially around the hol- 
iday season, by pastry brushes. It 
is a good point to emphasize that 
they not only save butter but do the 
work perfectly. 

Outside the regulation clothes 
brush, whick is too well known to 
need comment, there are highly spe- 
cialized models which are much liked 
in this day of careful dressing. There 
is a handy little round brush for ex- 
ample which is designed to apply 
directly to spots on fabric and re- 
move them by the good, reliable old- 
fashioned method of _ scrubbing. 
There are both stiff and soft clothes 
brushes too. 

One. of the popular but naturally 
rather restricted brushes is that for 
the fine cloth of billiard tables, and 
while not a very large percentage of 
people have these, those who do will 


Cincinnati Club Elects 


For the twelfth consecutive year E. 
H. Becker was elected secretary of the 
Hardware Club of Cincinnati at its an- 
nual meeting held recently. George 
Schott was elected president, to suc- 
ceed Fred Guckenberger, and Charles 
Pfau, was elected treasurer. 

The annual meeting was held at the 
Hotel Metropole, Cincinnati, following 
a dinner at which practically the entire 
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be glad to know of the brush and 
others who have fine felt or cloth in 
need of brushing will also. 

Everything that can by the broad- 
est possible conception of the term 
use the word “sanitary” does so now- 
adays, and also a great many which 
do not come under the heading, but 
make use of the term anyway. San- 
itary brushes are a recognized neces- 
sity in every household and they are 
made to answer the individual de- 
mand for the two great differences 
in construction—the straight or 
curved handle, and the flat or round 
head. 

Under this heading also come the 
long handled brushes which go 
through the pipe of the refrigerator. 

Although not strictly under the 
head of sanitary, the miniature edi- 
tion of this brush which cleanses the 
tube of the electric coffee percolator 
is one of the best means of intro- 
ducing the subject of brushes to the 
housewife. A display card of them 
on the counter by the percolators is 
attractive and makes a good talking 
point. 

Of course paint and_ varnish 
brushes should be classed with those 
for the mechanic’s use, but there 
isn’t a housewife in the land who 
does not at some time or other have 
use for a paint or varnish brush. 

As these are somewhat outside of 
her domain she will appreciate the 
hardware merchant’s hints on how 
to use them. “Flowing varnish” will 
mean nothing to her, but a brush 
that will put it on rightly will mean 
a great deal. 


Dustless Brushes 


Besides the established favorites 
of original lines in brushes there is 
a wide and varied line of brushes 
based on the idea of gathering dust 
and retaining it until they are shaken 
out. These are all for the same pur- 
pose of making cleaning a dustless 
process. 

Sweepers and dusters to say noth- 
ing of many small and special styles 
are treated for the dustless result, 
and as they are more or less high 
grade, the specialties have come to 
be well known to their users and are 


membership was present. J. B. Carson, 
secretary of the Ohio Hardware Asso- 
ciation, was the principal speaker at 


the dinner. He gave a talk bristling 
with good things for the benefit of the 
trade in general. Other members of 
the club also spoke, and it was the 
general concensus of opinion that the 
trade had come through the period of 
readjustment in a very healthy condi- 
tion. 


Plans are now being made by the 
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asked for by name. The dustless 
brush has passed out of the realm of 
experiment and has become an estab- 
lished favorite. It only remains for 
the hardware merchant to decide 
which particular line he will stock 
and how far he will go in different 
models. 

No matter where she is or what 
her intentions of purchase are, any- 
thing which pertains to her special 
domain will always be noticed by 
the housewife. She may, for ex- 
ample, be going to look at an electric 
iron, but an attractive display of 
special bushes will instantly recall 
the fact that she needs one for the 
radiator—for her silver—a new 
whisk—or a bottle cleanser perhaps. 
Brushes must be well displayed in 
order to get the full result of sales. 


What the Housewife Expects 


When the housewife buys a brush 
she expects it to accomplish some re- 
sult which invariably includes some- 
thing else—often several other 
things. She probably does not take 
this into consideration, but the hard- 
ware merchant should, It is safe to 
say that every brush sold to a house- 
wife has a good chance of making 
the sale of something else which is 
needed in the process for which it 
was bought. Try suggesting the 
necessary accessories and see how 
true this is. 

The hardware merchant is also 
accustomed to selling brushes to 
workmen who know what they want, 
and he forgets that women do not 
know beyond generalities. When 
they come to use the brush and it 
does not work well and they see other 
women accomplishing better results 
they are dissatisfied. 

Brushes are essentially practical 
and much is expected of them. With 
women the impossible is often ex- 
pected, because they have not bought 
the right kind. 

Brushes are a very important item 
in household hardware, and the deal- 
er who takes the trouble to sell his 
women customers the right brush 
for the purpose will not only sell a 
great many, but he will make per- 
manent customers. 


club for attending the annual conven- 
tion and exhibition of the State Asso- 
ciation to be held in Columbus in Febru- 
ary, and it is likely that a special car 
will be chartered to take the members 
and their families to the show. 


Frank Bros., Bangor, Me., have 
opened a hardware and automobile ac- 
cessories store on State Street, that 
city. 















~ Worth-While Profits on Small Articles 


Here Is a Window Featuring Noiseless Tips for 


« 


Furniture Legs which Suggests the Display Pos- 


sibilities of Material Furnished }\ 


JT ERE is a window that te’ls 
its story at the first glance. 


It is a story. that will interest 
any one, and it is a display that any 
hardware dealer can reproduce re- 
gardless of the size and shape of his 
windows. It is probably as good an 
example as you will find of the dis- 
play possibilities open to dealers 


ful appeal of suggestion. The sug- 
gestion carried by a good window 
display is unquestionably one of 
strongest selling factors that every 
dea'er has at his command. 

The cartons displayed in an orden 
ly fashion show that these little de 
vices are sold in sets of four. It can 
a.:so be readily seen that they come 


Manufacturers 


move and which is sure to scratch 
Moving 
furniture over rugs always causes 


the floor if pushed about. 


the rugs to creep up and roll out of 

Children will push chairs and 
nake a grating sound that upsets 
one’s good nature. Pushing a heavy 
with frail legs will be disas- 
is to that piece of 


place. 
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A screen background furnished by the 


with practically no other material 
than that which is furnished by the 
manufacturer. And remember that 
practically every progressive manu- 
facturer making any one of the lines 
you carry will only be too glad to 
furnish you with display material. 

This window is very business-like 
in appearance. It has no moving ob- 
ject to catch the eye, and aside from 
the paneled background it is as plain 
a_setting as could be imagined. Its 
entire appeal is through the utility 
of the product shown. 

It emphasizes the advantages of 
using small nickeled plates on the 
tips of furniture legs—‘‘Domes of 
Silence,” as they are called. The 
overturned chair has three plates ap- 
plied and one more to go. The ham- 
mer lying id!e brings out the power- 


manufac turer, an overturne d 










chair 
“Domes of Silence” upon the passerby 


in neat boxes. So we find that this 
display not only brings out the ease 
of application, but also calls attention 
to the handy way in which they are 
sold. If this window is to bring the 
maximum of result it must be linked 
up inside with a counter display 
which, however, need only consist of 
a few cartons on the counter in a 
fairly conspicuous place. 

The screen at the back shows six 
distinctive uses to which they may 
be adopted. Each use is shown on 


and a hamme served f impress the a 


More than one chair has been ruined 
through this kind of carelessness. 
These are the points to remember 
when selling devices such as these 
A good plan for the dealer to follow 
would be to have two plain chairs 
handy. One chair on these 
devices have been applied and the 
other without them. Allow the cus- 
tomer to try pushing both. To sit 
in each one in turn and try to move 
them forward or backward without 
getting up. If it is possible have a 
handy to show how they 


which 


a different piece of furniture. Thidg small rug 
plan tells @ prospect that thesé ‘will creep up under the untipped 


plates are suitable for every kind of 
furniture having legs and no casters 

Every person who walks into your 
store is a prospect for such articles. 
In every home, however humble. 
there is furniture that is hard to 
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chait 

The demonstration will take but 
ittle time, and as the prospect has 
any number of articles at home that 


need these tips you can make a worth- 


while sale on a small article 
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We dropped into a hardware 
store one day last week and heard 
a lengthy and interesting argu- 
ment. It involved who was to stand 
the loss or pay the bill for repaint- 
ing a house that was peeling. The 
dealer had little to say, and 
what he did say amounted to but 
little. “The salesman will be here 
soon and we will see what he will 
do. More than likely we can get 
him to settle.” 


It was none of our business but 
we had to get in right there. We 
asked a few questions without find- 
ing out anything, then we got in 
the flivver and went out and had a 
look at the job. In the first place, 
the paint that had been used was a 
high-grade standard, and there had 
to be a reason for the peeling. The 
customer had failed to inform the 
dealer where it had peeled. When 
we found that the six upper boards 
on one side of the house were losing 
all their paint we called for a lad- 
der and investigated the cause. We 
found two big holes in the gutter. As 
the water was running down behind 
the boards, and the heat of the sun 
was drawing the moisture through, 
the paint had to peel. Dr. George 
B. Heckel says “a paint that does 
not peel when it should peel is a 
mighty poor paint.” 

The dealer should have been 
posted well enough to know that you 
cannot settle a paint kick from be- 
hind the counter, and that there are 
questions which must be asked before 
it can be settled at all. It took us 
just thirty minutes to find out what 
was the matter, and the customer 
thanked us for finding out that his 
gutter leaked. 

7 * a 
A dealer from the natural gas 
belt asks an interesting question. 

He says that he sold a very fine 

varnish to a painter and that it has 

gone flat. 


We investigated and here is the 
answer. The painter applied the 











room where there was a natural gas 
stove burning. There was no ven- 
tilation in the room. Hence the flat 
varnish. The varnish sold was one 
of the best China wood oil var- 
nishes on the market. - It is hot water 
proof, ammonia proof and all of 
that, but carbon dioxide gets it. No 
fault of the manufacturer. The 


painter should have known this. 
* * * 


Why is it that I must always 
keep two or more white paints? 
Why won’t one do it all? They are 
all white. , 


The paint manufacturer knows 
what he is doing. If you sell out- 
side white for inside work, it is go- 
ing to go yellow for the oil content 
is large. Inside whites are made 
with a volatile liquid or varnishes. 


I always try to recommend a 
paint for each purpose. What is 
the best paint to recommend for 
the dado or lower part of a kitchen 
wall? 

The hardest and toughest thing 
you have in the store—floor paint. 
* + * 

I sold a painter white lead and 
chrome green to tint it with, and he 
made a light shade of green. It is 
turning yellow. He wishes me to 
make the job good. Can you tell 
me the trouble? 

The green was used on a prussian 
blue base and, should never be used 
in carbonate of lead. The chang- 
ing of color is a chemical action that 
always takes place. A_ painter 


should be just as well posted in his’ 


craft as any tradesman, and should 
have known enough to use lead sul- 
phate or zinc oxide. 

* * * 


I find so many painters that do 
not understand the application of 
paste fillers to oak and chestnut, 
and I have never known of a paste 
filler that had directions on the can. 
Please tell me just how to apply 
them. 


Paste fillers can be thinned with 


varnish to the standing trim in a either turpentine or gasoline to a 
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painting consistency. They should 
then be applied with and across the 
grain, allowed to set or become very 
nearly dry, and wiped across the 
grain with burlap. 

* * * 

I recently sold a gallon of our 
best enamel, one that is sold at 
present on an $8 list, and the 
painter is complaining that a ma- 
hogany stain that he had used on 
some trim by mistake is coming 
through. What’s the answer? 

In the first place, the painter has 
a lot of nerve. A good penetrating 
stain will penetrate both ways, and 
manufacturers always advise the use 
of a coat of shellac before the var- 
nish is applied. A coat of enamel 
containing a volatile liquid will re- 
lease the aniline and it is bound to 
come through. The painter may 
try a heavy coat of shellac, and 
then build up again with undercoats 
and enamel. If this does not work 
there is‘no remedy but new trim. 

* * * 


We have become interested in the 
paint business in the store and are 
going to do more with it in the 
future. During the winter months 
we are going to have meetings for 
all the salesmen. Would you help 
us to arrange our programs and 
tell us what to do to get the most 
out of the department? 

Would we? Try us. Just tell us 
how many house jobs you sold last 
year; the total volume of the paint 
department; where you keep the 
stock; how many men there are in 
the store. We will then send you a 
list of books that will do all of you 
a lot of good, and will educate you in 
such a way that there will be no 
reason to ask us to answer questions. 

By the way, this department is 
open to anyone who will take ad- 
vantage of it. Every question seems 
to come from the dealer direct. Are 
all of the clerks letter perfect? To- 
morrow ask each of the men in the 
store if this question box is not of 
interest and get them to tell us their 
troubles. 
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EDITORIAL COMMENT 





Wuat Asout INVENTOR, ? 


ITH the stock-taking period just 
around the corner, it is high time 
for the hardware merchant to care- 
fully consider the unusual condi- 

tions that affect this year’s inventory. 

For the first time in their history, thousands 
of retail dealers are confronted with a situation 
where much of the stock on their shelves is 
worth less than was paid for it. What price are 
they to use in their inventory? 

There is but one answer. An inventory that 
does not truthfully portrary the physical condi- 
tion of the business is worthless. The merchant 
may lull himself into a false sense of security by 
self-hypnotism, but the buying public, with its 
newly acquired knowledge of values, is not to 
be fooled. It will buy only when prices are right. 

Paper assets are much like air castles. They 
will not pay bills. Inflated prices will not at- 
tract and hold customers. The mere fact that 
you inventory an article at what it actually costs 
you does not, and never will, make it worth that 
amount. The cost at which merchandise was 
purchased means nothing this year. You are in- 
terested in actual value, and that is the lowest 
price at which that merchandise can be replaced. 

It means loss—yes—but that loss is already 
in the stock, whether you choose to recognize it 
or not. The common sense, practical, thorough 
inventory merely accepts that fact and puts it 
on a basis of actual figures. Knowing the truth 
does not make that truth either greater or less. 
It does, however, place the merchant in a posi- 
tion to intelligently combat further loss. 

There are men who refuse to submit to a 


physical examination because they fear it will 
reveal some unsuspected ailment. Their idea of 
a good physician is one who looks them over 


casually and says: “I guess there is nothing 
radically wrong with you.” They prefer to 
chance death from an unknown disease rather 
than attempt to cure a known one. 


Your inventory is the physical examination of 
your business. Take it conscientiously. Accept 
the liquidation it reveals promptly and cheer- 
fully. Then get down to intensive selling on the 
basis of replacement costs and win back your 
losses. It is the sensible, business-like thing 
to do. 


It is decidedly better to sell on the new market 
basis than to attempt to hold back on price re- 
ductions. Suppose an article on your shelves 
cost you $4, and is marked to sell at $6. Since 
you bought it there has been a decline of 25 per 
cent, making the replacement cost approximately 
$3. By selling at $4.50 and rebuying at the new 
price, you can still have the article in stock and 
$1.50 in the cash register. Which is better—an 
article in stock only, or that same article plus 
$1.50? 


True, the merchant is up against a more or 
less fixed cost that is extremely difficult to re- 
duce, but that does not alter the fact. He cannot 
escape his share in the deflation. He may delay 
acceptance, but each day of delay will cost him 
sales, prestige and ultimate profit. 

The majority of hardware merchants have 
played fair. They have passed on the declines 
as soon as the reductions reached them. They 
will continue to play fair, basing their prices on 
an honest inventory at replacement costs. 
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Coming Hardware 


WESTERN RETAIL IMPLEMENT VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. Hh. J. 
Hodge, secretary, Abilene, Kan. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Col., Jan. 24, 25, 26, 1922. W. 
M. McAllister, secretary, Boulder, Col. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27, 1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 

KENTUCKY HARDWARE 
ASSOCIATION CONVENTION, Jefferson 
County Armory, Louisville, Jan. 24. 
25, 26, 27, 1922. J. M. Stone, secretary, 
Sturgis. 

TEXAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Dallas, Jan. 24, 25, 
26, 1922. Headquarters, Adolphus Ho- 
tel. A. M. Cox, secretary, 1808 Main 
Street, Dallas. 

IDAHO RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Boise, week of Jan. 31, 1922. 
Dates to be announced later. E. E. 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Jan. 31, 
Feb. 1, 2, 3, 1922. George H. Dietz, 
secretary, 414-417 Little Building, Lin- 
coln. 

NortH Dakota RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Minot, Feb. 8, 9, 10, 1922. Charles 
N. Barnes, secretary, Grand Forks. 
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Proposed Club for Pittsburgh 


At the monthly meeting of the 
Pittsburgh Retail Hardware Dealers’ 
Association held in that city recently, 
the question of forming a hardware 
club was informally discussed, but no 
definite action was taken. It is be- 
lieved that a hardware club in Pitts- 
burgh, to be conducted along the same 
lines as the hardware clubs in Chicago, 
New York and other large cities would 
be a good thing for the retailer, the 
jobber and the manufacturer, as it 
would bring those engaged in the hard- 


IowA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Des 
Moines, Feb. 21, 22, 23, 24, 1922. Ex- 
hibition at the Coliseum. A. R. Sale, 
secretary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION. City Auditorium, Okla- 
homa City, Feb. 7, 8. 9, 10, 1922. W. B. 
Porch, secretary - treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC, 
CONVENTION AND EXHIBITION. Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Fulton 
Building, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLFMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15. 16, 1922. 
LeRoy Smith, secretary, 1112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary. Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headauar- 
ters, Deshler Hotel. Exhibition, Mem- 
orial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

CONNECTICUT HARDWARE  ASSOCIA- 
TION CONVENTION, Hotel ‘Bond, Hart- 
ford, Feb. 16, 17, 1922. Henry S. 
Hitchcock, secretary, Woodbury. 

MissourRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
St. Louis, Planters Hotel, Feb. 21, 22, 


ware field in closer personal contact, 
and would also be beneficial in’ many 
other ways. This project will again 
be discussed at the next meeting of the 
Pittsburgh Association to be held on 
December 16, at which meeting it is 
likely a committee will be appointed to 
go into the matter. 


P. Geir, Craftsbury, Vt., recently 
moved his plumbing and _ hardware 
business into quarters especially fitted 
up for this business, contained in a 
mercantile block constructed by him. 
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23, 1922. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASsociA- 
TION CONVENTION, Roanoke, Feb. 15, 
16, 17, 1922. Thomas B. Howell, secre- 
tary, Richmond. 

NEW YorRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mitchell, Feb. 21, 22, 23, 24, 1922. 
H. O. Roberts, secretary, 1030 Metro- 
politan Life Building, Minneapolis, 
Minn. 

SOUTHERN HARDWARE JOBBERS’ Asso- 
CIATION CONVENTION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. John Donnan, sec- 
retary-treasurer, Richmond, Va. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La., 
April 19, 20, 21, 1922. F. D. Mitchell, 
secretary - treasurer, 4106 Woolworth 
Building, New York City. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Texas, May 8, 9, 1922. C. L. 
Thompson, secretary, Canyon, Tex. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION; com- 
posed of Alabama, Florida, Georgia and 
Tennessee. Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 460 
St. James Building, Jacksonville, Fla. 

CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Chicago, week of 
June 19, 1922. Hotel headquarters 
have not yet been decided upon. Her- 
bert P. Sheets, secretary - treasurer, 
Argos, Ind. 


National Stamping Co. Expands 


The National Stamping & Electric 
Works have succeeded the Lindstrom 
Smith Co., 3212-28 W. Lake Street, 
Chicago. The factory equipment and 
business were purchased. The National 
Company is now the manufacturer of 
the well-known White Cross line of elec- 
trical household goods, such as an elec- 
tric iron, toaster, fan, massage vibrator, 
hair dryer, grill, etc. These items will 
be marketed through the hardware 
trade as well as the electrical dealer. 














Tariff Revision Vital Issue in Congress 
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President Harding Takes Middle Ground on Ameri- 
can Valuation Plan— National Chamber 
Tests Sentiment of Business 


Washington, December 12, 1921. 

OTH the friends and the oppo- 
B nents of the American valuation 

plan of assessing duties on im- 
ported merchandise are claiming the 
support of President Harding, as 
evinced in his message to Congress last 
Tuesday. This does not mean that Mr. 
Harding straddled the subject, but it 
does inean that he took a middle ground 
in his suggestion for the limited em- 
ployment of the American valuation 
principle. 

I have sat pretty close to the Con- 
gressional Committees in every tariff 
revision since 1883, and I venture the 
prediction that, largely as the result 
of the President’s position, as stated 
in his message, a compromise plan, not 
altogether acceptable to either friends 
or foes of American valuation, will fin- 
ally be adopted by Congress. I am sure, 
however, that in view of the demoral- 
ized condition of foreign exchange, this 
compromise will be a vast improvement 
over the present system, and it may 
point the way to a more adequate 
remedy when conditions abroad have 
become more nearly normal. 


Harding Jars High Protectionists 


Mr. Harding caused some of the 
“Chinese Wall” protectionists in Con- 
gress to sit up and take notice by sug- 
gesting that our tariff be made more 
flexible, and by emphasizing the neces- 
sity for extending the functions and in- 
creasing the authority of the United 
States Tariff Commission, with a view 
to enabling that body to modify tariff 
rates from time to time as occasion may 
require without awaiting the slow proc- 
esses of legislation. Mr. Harding is 
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not the first Republican President to 
suggest that some kind of a commis 
sion be clothed with authority to move 
tariff rates up or down within certain 
limits to be fixed by Congress. Hereto- 
fore, however, the jealousy of the lead- 
ers of the- Ways and Means and Finance 
Committees, who cling tenaciously 
to their greatest prerogative, has pre- 
vented any serious attempt to enact 
what is commonly called a double-col- 
umn tariff, but Mr. Harding’s great 
popularity and influence in both houses 
may enable him to break a record on 
this occasion. 

Those who sought to induce the 
President to recommend the creation of 
a new board to make periodical adjust- 
ments of the tariff have failed for the 
present, at least. The most experienced 
observers of affairs in Washington are 
likely to agree, however, that his plan 
for extending the powers of the United 
States Tariff Commission is more prac- 
ticable and less cumbersome. 


Constitutional Question Involved 


But in the background of the Presi- 
dent’s proposition looms the ghost of 
unconstitutionality. It will take a de- 
cision of the United States Supreme 
Court—possibly more than one—to de- 
termine the extent to which Congress 
can delegate to a commission its power 
to modify tariff rates; but I, for one, 
am convinced that if Congress fixes the 
maximum and minimum limits within 
which adjustments can be made, the 
courts will sustain the right of the 
commission to make them. 

With a view to laying before Con- 
gress a suggestion for a national tariff 
policy embodying the views of the busi- 
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ness men of the country, the Chamber 
of Commerce of the United States, dur- 
ing the past week, took initial steps 
that will result in a referendum vote 
of the 1400 commercial organizations 
which make up the Chamber’s member- 
ship. The referendum will permit 
every constituent organization to sub- 
mit its views in considerable detail, and 
the result should be illuminating and 
persuasive to Congress as revealing 
current sentiment throughout the coun- 
try on this paramount issue. 

Eight proposals are included in the 
referendum. Seven of them are put 
forward in the form of recommenda- 
tions of the committee of the Cham- 
ber that has given the subject study 
for several months. They deal solely 
with principles and approach the tariff 
question from the standpoint of na- 
tional commercial welfare. 


Should Revision Be Postponed? 


The eighth question, which deals 
solely with expediency, but is accom- 
panied by an expression of the com- 
mittee’s favorable opinion, is intended 
to develop the unbiased view of busi- 
ness men everywhere. It deals with the 
advisability of postponing general re- 
vision of the tariff until business con- 
ditions throughout the world are suffi- 
ciently stabilized to serve as a basis 
for permanent legislation, rather than 
a makeshift revision which may call 
for further overhauling in the near 
future. 

The eight proposals upon which the 
referendum is to be taken are as fol- 
lows: 

1. Legislation should permit, in the 
changes of economic factors, adjust- 
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ment of tariff rates by administrative 
authorities within limits prescribed by 
Congress for the purpose of maintain- 
ing a consistent tariff policy. 

2. Creation of a Tariff Adjustment 
Board to administer adjustable rates. 

3. Reasonable protection for Ameri- 
can industries subject to destructive 
competition from abroad and of bene- 
fit to any considerable section of the 
country. 


Anti-Dumping Legislation Necessary 

4. The anti-dumping legislation of 
May, 1921, should be maintained in 
principle. 

5. The principle of maintenance and 
encouragement of our export trade 
should be observed in tariff legislation 
so far as consistent with protection of 
American industries of benefit to any 
considerable section of the country and 
subject to destructive competition from 
abroad. 

6. Tariff legislation should be 
framed and administered with a view 
to meeting discriminations, direct or 
indirect, by other countries against 
American trade. 

7. The present system of valuation 
for levy of ad valorem duties should be 
maintained, and the so-called “Ameri- 
can Valuation” should not be adopted. 

8. Do you favor a postponement of 
general tariff revision until conditions 
in international trade and finance are 
sufficiently stabilized to form a basis 
for legislation possessing permanent 
value? 


Against American Valuation 


The outstanding recommendation of 
the Chamber’s committee is the opposi- 
tion it records to the substitution of 
the American valuation plan for the 
assessment of duties for that of the 
_ present law which embodies foreign 
market value in usual wholesale quan- 
tities in country of origin on date of 
shipment. While the Chamber’s com- 
mittee consists of twelve members, it 
is significant that its membership in- 
cludes a representative of one of the 
largest mercantile houses in the coun- 
try which has been conducting an elabo- 
rate campaign against the American 
Valuation Plan. 

It is further suggestive that, accord- 
ing to the Chamber’s announcement, 
the committee was unanimous as to all 
of its recommendations with the ex- 
ception of that dealing with American 
valuation. On this issue, one of the 
best-known manufacturers of the coun- 
try refused to follow his colleagues and 
insisted upon registering his vote in 
favor of the American valuation plan. 

In making the recommendation that 
American valuation should not be 
adopted, the committee goes into the 
subject at considerable length and finds 
many objections to a change in valua- 
tion methods. 

It is argued that a change would 
result in the levying of duties on a 
much higher valuation when charges 
had been added to the cost; that the 
present system is clear and impartial 
and simplified by accumulated informa- 
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tion and experience; that it prevents 
undervaluation; that the difficulty of 
establishing under American valua- 
tions a “fair market value” is great; 
that the present system simplifies cus- 
toms administration; that it will pro- 
duce steadier revenue; that American 
valuation would tend to fix prices. 


Chamber Tackles Hard Task 


In framing the recommendations 
submitted to referendum vote, the diffi- 
culties that have always attended any 
consideration of the tariff questions 
due to the conflict of interest were 
faced by the Chamber’s committee, 
which points out that it is dealing with 
a subject in which self interest, indus 
trial advantage, territorial welfare and 
political expediency divide the people 
into minor and major groups of active 
contestants. 

“Economic advantage to be gained 
or at least economic disadvantage to be 
avoided,” says the committee, “seems 
to be the dominant motive in the strug- 
gle over tariff revision and no sched- 
ule, principle, or method of administra- 
tion calls for an exercise of patriotic 
devotion that would make secondary 
either personal or geographical inter- 
ests. 

“The committee proceeds with the 
presentation of its findings, not with a 
feeling that it has found a new golden 
mean through which conflicting par- 
ties may resolve their differences, but 
rather that it is stating for itself and 
offering the opportunity to the busi- 
ness interests of the country to vote 
for or against the committee’s recom- 
mendations on principles and practices 
in tariff revision which seem to the 
committee fundamental to the promo- 
tion of the interests of the public as a 
whole, to the reasonable safeguarding 
of our industrial and commercial de- 
velopment, and to the political and eco- 
nomic relations between this country 
and the rest of the world. 

“Industrial preservation is compel- 
ling the legislative bodies of practically 
all of the leading nations of the world 
to revise tariff schedules and policies, 
having regard to political as well as 
economic conditions, and’ the United 
States, now a creditor nation with en- 
larged industrial development and ex- 
panded commerce in foreign markets, 
must therefore carefully adjust her 
tariff policies to her own changed rela- 
tion to world affairs as well as to 
changed world conditions.” 


Revenue Question Not Involved 


In asking no vote on the question of 
revenues, the committee explains that 
this subject has come to be one of 
minor consideration. It says: 

“The revenue-yielding possibilities of 
the tariff have come to be of little im- 
portance in comparison with the direct 
effect of tariff legislation upon indus- 
trial prosperity. The customs revenue 
for the years 1918, 1919, and 1920 con- 
stituted but 5 per cent approximately 
of the total revenue of the Govern- 
ment; hence, that source of revenue 
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which once played an important part 
in the cost of carrying on the Federal 
Government, has become an almost 
negligible factor, and tariff for revenue 
only would probably not now be ad- 
vanced as a major party plea or as an 
economic consideration of vital impor- 
tance to our people in lessening the 
burden of direct taxation.” 

Setting forth the desirability of a 
provision for flexible rates, which is 
the first proposal for vote, the commit- 
tee calls attention to the probability 
that there will be further changes in 
economic conditions over an indefinite 
period. It recalls sharply fluctuating 
rates of exchange, a disturbing factor 
in international trade, and points out 
the instability of conditions abroad and 
other factors influencing the interna- 
tional exchange of commodities. As 
an example, the committee cites the 
difficulties that Congress has had in 
fixing a schedule for chemicals and 
dyes. 

This Will Be Storm Center 


The proposal for a Tariff Adjust- 
ment Board is bound to arouse great 
interest in congressional circles. Simi- 
lar suggestions have frequently been 
made and certain of the functions of 
such a board are now being discharged 
by the United States Tariff Commis- 
sion. 

The champions in Congress of the 
commission are very likely to take the 
position that if an adjustment board is 
needed, the commission should be au- 
thorized to perform the work, and that 
the establishment of an independent 
board for the purpose would be merely 
to duplicate work and to increase the 
confusion that already exists through- 
out the Governmental service because 
of the creation of countless commis- 
sions with but vaguely defined duties. 

The National Chamber would strictly 
limit the functions of the proposed 
Tariff Adjustment Board. “It should 
have no function,” says the chamber’s 
committee, “except to decide within 
the limitations clearly set by Congress, 
what changes in duties, if any, should 
be made, 

“It should act as a court, conducting 
hearings and taking evidence. The de- 
cision of the Tariff Adjustment Board 
on rates of duty should become as ef- 
fective and binding as duties fixed di 
rectly by Congress. : 

“The present United States Tariff 
Commission should make available to 
the board the pertinent facts gathered 
in its investigations. In this proposal 
the committee has definitely in mind 
the necessity to limit more clearly the 
field of Government commissions; the 
commission with quasi-judicial func- 
tions, making findings having the effect 
of law, should be distinct from the bu- 
reau or commission whose statisticians, 
research workers and field agents make 
investigations and ‘report their conclu- 
sions with recommendations of. policy 
that should be adopted. There is room 
for both a Tariff Adjustment Board 
and the present United States Tariff 
Commission. 
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“The committee recognizes further 
that in the operation of such a Tariff 
Adjustment Board it would be neces- 
sary to offer to the business of the 
country certain guarantees against 
continual changes of tariff rates at un- 
reasonably short intervals, which make 
for uncertainty in future transactions. 
This Congress can do by specifying 
that any rate established is not sub- 
ject to change within a fixed period 
from the date when it becomes appli- 
cable.” 

On the subject of protection the com- 
mittee holds that the protective prin- 
ciple is vital at this time. 

“There is no thought,” it asserts, “of 
urging a Chinese Wall type of protec- 
tion nor a policy of attempting to fos- 
ter any and every industry that may be 
started on American soil. American 
industries are fully prepared to face 
any reasonable competition, but there 
must be protection against emergency 
prices and emergency conditions that 
may prove destructive, and such pro- 
tection should be assured under a flex- 
ible application of the rate schedule as 
already suggested.” 

The committee has considered one 
kind of competition from foreign coun- 
tries of sufficient importance to deserve 
a separate statement of tariff princi- 
ples. That is “dumping.” 


Protection Against Dumping 


“The practice results,” says the com- 
mittee, “in unfair disturbance of mar- 
ket conditions and American producers 
have a right to protection against it.” 

In support of its recommendations 
regarding foreign discriminations and 
the maintenance and encouragement of 
foreign trade, the committee says: 

“It is generally conceded that in our 
position as a creditor nation we must 
look to goods as the main medium by 
which our outstanding debts can be met 
and payment for exports made. While 
the volume of our export business in 
comparison with the volume of domes- 
tic distribution is small, nevertheless 
general national prosperity, arising 
from the use of our full producing ca- 
pacity, is dependent upon the mainte- 
nance of foreign markets for goods and 
commodities of American manufacture 
and production. 

“It is important not only that our 
exports should find foreign markets 
open, but that they’ should have a 
friendly reception free from discrimi- 
nation of any kind. Foreign discrimi- 
nations are not limited to our export 
products, but also on occasion bear on 
the commodities that we must import 
from abroad, and thereby affect the in- 
terests of American consumers of for- 
eign products and raw materials. The 
removal of discrimination, while fre- 
quently accomplished through diplo- 
matic representation, may require such 
legislative assistance and sanction as 
can be afforded by our own tariff laws.” 


Chamber Suggests Delay 


The committee presents its report on 
the theory that there is a determina- 
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tion to enact a general revision of the 
tariff now. At the same time, it states 
its belief that business men should be 
given the opportunity to express them- 
selves on the question of whether there 
should be a postponement until condi- 
tions in international trade are more 
stabilized. The committee expresses 
it as its own opinion that postpone- 
ment would be advisable. It says: 
“Surely it would seem that 


gen- 
eral revision of the customs tariff at 
this time based on such data as are 
now available could not meet the needs 


of American commerce and industry 
through any considerable period. Cer- 
tainly, in the absence of a flexible 
scheme of rate adjustment, we must 
express a doubt as to the wisdom of 
such a revision at this time. 

“To meet certain emergency claims, 
emergency tariff legislation was en- 
acted last spring. . After being in force 
for several months much of this legis- 
lation is admittedly without the effect 
which was hoped for it, and if emer- 
gency legislation has proven ineffective 
in the face of the erratic world condi- 
tions of to-day, how much more hope- 
less would be the results under a gen- 
eral revision of the tariff in which the 
whole range of American industrial 
and agricultural products would be in- 
cluded. It may be necessary and ad- 
visable to extend the present emer- 
gency legislation and even to add other 
commodities or products thereto.” 

As the purpose of a referendum of 
the National Chamber is to get the 
most careful consideration of the sub- 
ject there is sent out with the commit- 
tee report arguments in the negative 
on the questions to be voted on. These 
are prepared with a view to giving the 
organizations voting the maximum of 
information as to both sides of the 
questions. 


Vicious Railroad Legislation Opposed 


But, however you may vote on the 
tariff referendum of the National 
Chamber, I will say you will agree 
heartily with the determination of the 
chamber to oppose vigorously any 
movement that may be made in the 
coming session of Congress to repeal 
provisions of the National Transpor- 
tation Act which authorize the Inter- 
state Commerce Commission to make 
rates which provide adequate revenue 
for the railroads and to regulate intra- 
state rates. The chamber takes the 
position that these provisions of th> 
act should not be repealed, at least 
until they have had a fair test, and it 
is prepared to fight it out on this line 
if it takes all winter. 

The passage of such legislation as 
the Capper or Nicholson bills is de- 
nounced as “a long step backward,” 
by President Joseph H. Defrees in a 
communication sent out during the last 
week to the constituent members 
the chamber. “The enactment of such 
legislation,” says Mr. Defrees, “would 
repeal those sections of the Transpor- 
tation Act by which the Interstate 
Commerce Commission is directed to 
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establish rates that are reasonably ade- 
quate to the railways and just to the 
public. The Railroad Committee and 
the officers of the National Chamber 
are firm and fixed in the opinion that 
these proposed laws would be extreme- 
ly injurious to the railways and detri- 
mental to the public good.” 


Roads Have No Guarantees 


President Defrees points out that the 
rate making provisions of the Transpor- 
tation Act give no guaranty whatever 
to the railroads. “Statements to the 
contrary are misrepresentations,” he 
says. “If rates, even under the most 
honest, efficient and economical man- 
agement do not yield the return speci- 
fied in the act, the amount of the short- 
age is lost to the railroads. Not a 
cent is payable from the Federal treas- 


ury, and the deficit cannot be made up 
from rates subsequently established. 
“If the Interstate Commerce Com- 
mission is deprived of all authority to 
regulate intrast rates, as proposed 


in the Capper 
return to the 


» regulation will 
condition which 
existed for many years because of the 
conflict of authority between the Inter- 
state Commerce Commission and the 
forty-eight state commissions. 

“To repeal the two* vital provisions 
of the Transportation Act which are 
now attacked is to overthrow the sys- 
tem of rate-making which the Inter- 
state Commerce Commission developed 
after long study and out of wide ex- 
perience. It is the opinion of some 
able lawyers who testified at the hear- 
ings, that the proposed bills would take 
from the Interstate Commerce Commis- 
sion any power to prevent State dis- 
crimination against interstate traffic. 


Federal Regulation Must Be Supreme 


“Experience and wisdom have shown 
the necessity of the interstate rate be- 
ing paramount, and of a yielding of the 
State rate when it discriminates 
against the interstate rate. The letter 
of the proposed statute and the spirit 
of it seems to make the State right 
paramount, and to force the adjustment 
of interstate rates to the rates which 
may be made by State commissions, 
and it is at least highly probable that 
this result will be accomplished if the 
pending bills are enacted into law. 

“The Constitution of the United 
States has always recognized the para- 
mount importance of national control 
of commerce between the States. The 
repeal of those provisions of the Trans- 
portation Act assert Federal 
authority over rates would in 
effect limit national control over inter- 
state commerce in every instance where 
State regulations conflict with inter- 
state regulations.” 

President Defrees’ communication 
attention to the fact that the 
railways are now in a depleted condi- 
tion. “There is need,” he says, “for 
the expenditure of millions of dollars 
for proper maintenance and equip- 
ment.” 

(Continued on page 8°) 
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Novel Sale [dea—A Newspaper Store Paper—How to Advertise 
a Line of Bath Room Fixtures—A Last Minute Christmas Ad © 


An Idea for a Combination Sale 
No. 1 (2 cols x 8 in.) 

The ad of the Hoyt Hardware Co., 
Wellsville, N. Y., reproduced below fea- 
tures a novel idea in the way of a 
combination sale. In order to create 
additional interest in a percolator sale, 
the firm advertises a pound of coffee 


- 
|} ANNUAL 


PERCOLATOR 
SALE 


TUESDAY NEXT, NOV. 22ND, wel rl on sale Vic 
tor Aluminum make PERCOLATONS, #0! e quad 
tity, 6 cups, new pattern, and a pound of HEART'S DE- 


LIGHT COFFEE, ‘or . - - $1.13 
Regular price of Perco!l $1.25 


Heart's Delight Coff« 35 


$1.60 
Aléo « limited lot of ELECTRIC PERCOLATORS. 6 cups, 
complete for use and a pound of HEART'S DELIGHT 
COFFEE for $5.93 
Regular price of Percolator ~ —- — §7.50, 
Heart's Delight Coffee — ae ee 35 





$7.85 


Ecovilic, Brown & Co. will grind your Coffee free 


; Also i lot ALUMINUM ROASTERS, large enongh for a 
chicken or roll roast —- -- -- ——- — — §89¢ each 
All the above one to a person, spot cash and no delivery. 


Vharclirarn, 
Weghs 


4178 HoT AIN. 














l—-Here’s an excellent combination sale ad 
included in the special price. This is 
something rather unique in advertising 
percolators and we believe it is worth 
while trying out. 

Note the line which advises prospec- 
tive purchasers that their coffee will be 
ground free. Also notice the inclusion 
of the roaster offer. 


A Store Paper in a Newspaper 


No. 2 (3 cols. x 6 in.) 
During the past few months we have 


reproduced several newspaper store 
papers. This form of retail advertising 
is becoming more and more popular. 
Here is the store paper used by the Wil- 
son Hardware Co., Waterloo, Neb. It is 
neat in make-up and is well edited. 
The two cuts are placed to good ad- 
vantage and the reader will not be apt 
to skip the Wilson ad in turning over 
his newspaper. 

Lamps and stoves, two good season- 
able sellers, have been given leading 
positions in the make-up. Note also the 
sprinkling of personals as regards cus- 
tomers and their purchases. 

The mail-order yarn is a pointed bit 
of writing, and carries a moral for the 
citizen who would do his shopping by 
mail. We received with this ad, two 
others which were equally well ar- 
ranged and written. 


“ime — = eee 


The Wilson Hardware News 


Advertising Bath Room Fixtures 


No. 3 (2 cols. x 8 in.) 

The Barker, Rose & Clinton Co., E]l- 
mira, N. Y., has here a first-rate ad 
on bathroom supplies. The heading, in 
connection with the neat cut, tells the 
whole story and creates interest right 
away in fitting out or refitting the 
bathroom. 

The first paragraph is a fine follow- 
up of the heading—it makes the reader 
do some thinking. Now, notice the 
manner in which the balance of the 
ad is worded for the copy is very effec- 
tive. 

The first suggestion is nickel fixtures, 
then the mirror, then a special type of 
rug, next painting with the proper 
paint suggested. Following, the ad 
suggests other needs such as_ bath 


— . . ” 








Published Weekly By The Wilson Hardware, Waterloo, Nebraska. 
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COAL IS COSTLY’ | ’ 


Great Western 
Heaters are eco- 


OA MAIL ORDER YARN. 


The motto of some of the mail or-) 


| sis -Tt is “now the, 
| tlme of the year 


that a Coleman! 


ft 


nomical, Throw out 
the ol4 loose jointed 
extravagant heater, 
and let us put im a 
‘Great Western for 
you. [ «  eshort 
imme gow will save 
euongt fuel and ta 
ir te pay the cont 
and you will have 
the joy of having a 
new, perfect and 1 
veautifal beater 

Think it over! 

. * 7 

George. Growcock called the other 
day and. while here purcha>ed a wa- 
ter putap and paint, al*o some of our 
Plymouth Manilla Rope and a Weat- 
elow Alarm elock 

. * - 

A Rew shipment of mattresses. ha 
jest @trived. Better come in and 
ick out one. Réal values at rea- 
sonable prices. 

> . oo 


der stores seems to be taken from 
the dear old byma . which reads, 
, “Walt, meekly wait, and murmur) 
‘ mot.” Joe Parks sent to Montgomery | 
jand Searrbuck o while ago and or-| 
| dered a Qo for bis ittle girl. The: 
, dol didn’t gome, and it didn't come, 
jaud Little Mary ‘most wore out thr 

| DOwtmaster asking why it didn’t ar-; 
; Tive, “ Finally Joe got a letter ftom | 
| Chieago aaying the doll wonld be} 
' *hipped from Spokane or Seattle in: 
' about two weeks, He wat right down. 
and wrote Montgomery and Sears- 
buck.as follows: “Il have your kind 
Jetter concerning the doll, I am very| 
much obliged to you for writing. Bu: 

my litte girl. hax grown up since i; 
sent that order and Fk wish you would 
change’ 't now and Make {t.4 peek-a-| 
_ boo waist. and a pair of drop-stite 

stockings, ad she has chonged her 
tind.” 

* * . 


lon Noyes has purchased thice 


Myiy 33 9 Quick-Lite Lamp 
Fate: - my is needed in ev- 
ery country home 

to light the long 

evenings and the’! 

early mornings. 

And just think of 

the many winter 

evenings ahead 

‘of us. You will 

surely want one 

of these lamps 

! before’ the win-! 

ter is over 20 why not get it now; 
and get the full benefit of this won-/ 
derful lamp. 
o oe * | 

Mr, Hollins of Valley is our newest 1 
customer ‘on Lowe Bros. auto paint. 
o; oe ” | 


Tire and ‘Tube buyers the past 


| week were C. A, Stenglein, WwW. H, 


Seeley and Hans Ehlers.’ Mr, Seeley 
also purchased a Maxotire. Do you! 
know what that ia? Well, it is « de-| 


“Protect your Ford for $16 with a “Chief” Cupalos from us to pnt on Vice to ait you n getting several, 
Lock.” Come to think his new daity bert which is now thcusand more miles out of a easing | 


Hoopela Auto 
of © .m good Ford ough! to be worth 
15.66." : 


i 


nearing completion at Edgewater. 


j Farm. 





2—The Wilson Hardware Co., Waterloo, Neb., has featured its store 
Yarn” is particularly worth readina 


local 


70 


columns of the 


weekly. 


SS SSS ea st 


The “Mail Order 


that wonldn’t fun a mile Without a ‘ 
Maxotire, | 


SS a ees | 
newspaper in the 
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minute buying and we suppose there p>=—-—— 

































































































always will be. Just before Christmas T=" m “ 
there is always a rush, and this is when ESTATE Iriple : 
the hardware merchant can cash in by Effect Gas } 
a 3 } suggesting gifts to these hurried pur- § lores =~ H 
' SUN-SHINY chasers through the columns of the § 7) qe 1s eaters 
| ; newspapers. ‘ _ 
‘ - At ( i 
} BATH ROOM Comment on Current Publicity ( Reduced Prices 
| W. C. Thomas, treasurer and general { 
wis you‘took your bath” last Saturday did f} ™@0ager of the Tampa Hardware Com- k 
Ge helio look pabby and soiled? Make it fj pany, Tampa, Fla., sent us a copy of | 4 i 
preeeet sng convenient | the Tampa Morning Tribune which con- | 
EQUIP WITH NICKEL FIXTURES tained a forty-page section devoted ex- |§ - 
Soap Disk ........... 70c clusively to the interests of the com- ° , 
Cup Holder ........ 4c } pany, and to the interests of those from 
Towel Rae $1.00 } w hom the company buys hardware. It "LE BFFECT GAS HEATERS @ Or Qn 
ack a : : | is certainly one of the most imposing Odd.0U 
Pe Be etear mirror, ‘arge assortment, #' displays of newspaper advertising we CLEO E GAS HEATERS $20.00 7 
Latsit datéliy Ccstecloum Rug etka bees have noted for some time. In comment- 7 ; . ae 
Large assortment, 55c t ing upo > advertisi as 
ge t, 85c to $5.00 , ing upon the advertising, Mr. Thomas The 1. & DePrez Co. 
Paint the woodwork. pale of Rogers’ In. fs Says the ad section had a state-wide 4 ISWOPUBLICSQUARE Sheth Be 
side Paint for 95¢ will do wonders. ' cireulation, and judging from past , ee orn i 
ight Giens work along this line, Mr. Thomas be- = ~ ~ i 
oes oD $5.00. lieves this immense advertising will i—This gas heat vas a busines 
$3.00. New pel og Shower Bath, $1.85 and pay. Aside from the paper’s circula- jetter fo G. DePrez Co 
“BEAUTIFY THE BATHROOM.” tion of 33,000, copies were mailed to 
vo ' retail dealers, banks, hotels and restau- National Hardware Jobbers’ Associa- 
| ‘Barker, Rose & rants and to members of the Southern’ tion and the American Hardware Manu- 
Clinton Co Hardware Jobbers’ Association, the facturers’ Association. 
, . J 















is well emphasized in this ad UNCLE PHILSAYS 





3—The importance of itisaaien fixtures | 








“A sunny smile is a mighty 


stools, cabinets and shower baths. It inl gilt, halidey ov'danday 
is a well “hung-together” ad and will —and it often helps to make 
certainly boost business on fixtures for aE een 
the bathroom. Try out an ad like this. 

An Effective Gas Heater Ad r Biggie a 
= . WEEK OF DECEMBER iST POTTSVILLE, PENNA 
. No. 4 (2 cols. x 6 in.) SSS 


The gas heater is a valuable adjunc . 
Thome heating plant, and hard — | Suggestion Lists of Gifts for “HIM” and “HER” 

































to the home heating plant, and hard- 










ware dealers are giving more attention Pel ck cond aetiias Con race thes tedbe thet yon shins “ton” ee bs for Xenss 

to gas heaters in their publicity. The Drop in a the store and look ‘em over—Lots of other items not listed here 

De Prez Co. ad appeared in the current ; : - } 

issue of the firm’s store paper and it is For “HER’”’ For **HiM’ 

a good example of an effective gas } 
Electric Immersion Heaters @ | 





heater ad. Electric Warming Pads 
Notice the strong border effect Portable Electric Lamps 
; , Coffee Percolators 
secured and how well the cut pictures Immersion Heaters 
the design and details of the heater. It Measuring Tapes 
again emphasizes the fact that it pays Etectric Toasters 
to use good cuts in your newspaper ad- Electric Radiators 


vertising. The De Prez Company is Electric Curling Irons 
re —* Tnermos Bottles 





Razors, safety & straight 
Portable Electric Lamps 
Key Rings & Chains 
Shaving things 

Pocket Scissors 

Barber Shears 

Thermos Bottles 






































































located at Shelbyville, Ind. Electric Grills Sporting goods 
Use this Idea for a “Last Call” Ad sarang Se Hair Clippers, 

No. 5 (8 in. x 11 in.) “> Pyrex Dishes Tennis Things | i 
Here is an idea for a last minute Tennis things thon; 

Christmas ad. It was used recently by Sade Onn Aeawonttion 

the Swalm Hardware Co. of Pottsville, Coffee trns Flashlights 

Pa. It is the sort of ad that visu- lee Skates Revolvers 

alizes your stock to the hurrying reader Scissors Ice Skates 

searching for a “lead” in gift buying. Shears oo 

The small cuts to the left of the Knives -_ owed 

columns aid in the process of gift sug- 

gestion. The beauty of this ad is that - FRESH AIR WITHOUT DRAFTS STANLEY TOOL CHESTS 

you can get it in the paper quickly. . DUST, RAIN OR SNOW FOR “HIM” FOR DAD FOR SON 

Just make up your list, pick out half , We are booking orders now for Xmas delivery. Don't delay if 

a dozen cuts or so and your ad is ready Protects you want one at your house [4 

for the printer. Curthins | 
Sewn year when Christmas rolls Draperies SWALM HAR DWARE CO. 

around the gift buyer decides to do ete. of the 

his or her shopping early. This reso- RDWARE STORES. Inc. 

lution is as re ts as the holiday itself, Continental Window Ventilators NATIONAL HA 












but it differs in one respect, and that is 
that it is not always observed. There = 5-_you’ll find it worth while 
is always a tremendous amount of last of Christmas buying. This ad is a particularly gooe 


suggested lists 
le 
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MARKET REPORTS. 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Dec, 12, 1921. 
RICE reductions on wood screws, 
. representing a 20 per cent drop, 
became effective Dec. 8. 

Reductions on twist drills of about 
16 per cent, and on high speed drills 
of about 20 per cent, became effective 
on the same date. 

Manufacturers of tacks have reduced 
extras on regular hardware tacks, and 
advanced the base, with the result that 
a slight advance of 30 to 60c. per 100 
Ib. has been made on all extras, effec- 
tive Dec, 1, according to announcements 
received by local jobbers. 

These price changes were the out- 
standing developments of the local mar- 
ket during the past week. 

Both wholesalers and retailers in and 
around New York are doing a very 
good volume of business, which is not 
by any means confined to seasunable 
merchandise, 

There is a general expectancy that 
important price changes will be made 
Jan. 1. Interviews with manufactur- 
ers’ representatives and jobbers have 
developed the belief, however that al- 
though many price changes of far 
reaching significance may be made the 
first of the year, they will not be as 
drastic nor as general as many ob- 
servers have been led to believe. It 
is generally conceded that price reduc- 
tions on many lines will come about as 
a result of necessity because of the 
competition that has developed in the 
local market with the heavy imports 
of foreign hardware. 

Retailers report an eminently satis- 
factory Christmas trade. Although 
the public is not buying heavily, there 
is a good volume of small orders for 
hardware specialties, 

Jobbers are rather optimistic about 
a substantial resumption of staple de- 
mand, following the inventory period. 
One of the most significant undercur- 
rents of the present market is the 
fact that several leading jobbers are 
balancing and adding to their stocks 
of builders’ hardware and tools in an- 
ticipation of a building boom in the 
spring. Some concern has been ex- 


pressed by authorities that there will 
be shortages in builders’ hardware if 
the building boom that is expected fully 
develops. 





NEW YORK 


Ash Sifters—Renewed interest was 
manifested during the past week for 
these articles. Prices are unchanged. 

Jobbers’ quotations f.o.b. New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve iron brace bands, $30 per doz. 
Crated, $33 per doz. 

Automobile Accessories. — Moderate 
activity features this line. A certain 
amount of Christmas buying is being 
done, especially in winter accessories. 
Price tendencies seem to be regarded 
as more or less uncertain. 


Axes.—There seems to be a fairly 
good market for both axes and hatches 
at the present time. Jobbers’ stocks 
are in fair condition, and price tend- 
encies at the present time seem to be 
fairly steady. 

Jobbers’ quotations f.o.b. New York: 

House axes, ebony finish, 2% Ib., $12 per 


doz. 

“Fall City” axes, 2% Ib., $13.50 per doz. 

Long Island handled axes, 24% to 2% Ib., 
$18.75 per doz. 

Second quality, 36-in. handle, 4 to 5 Ib., 
$19.00 per doz. 

Flint edge, Rockaway pattern, 4 to 5 Ib., 
$19.75 per doz. 

Connecticut pattern, handled axes, 3 to 
3% Ib., $19.50 per doz. 

Bolts and Nuts.—A stronger interest 
seems to have been developing in the 
local market for bolts and nuts of all 
sizes. There is, however, no heavy 
buying. The sentiment in the trade 
and general indications seem to point 
to lower prices in the near future. 
Local stocks are fair. , 


Jobbers’ quotations f.o.b. New York: 
Common carriage bolts, % 
smaller, 50, 10 per cent to 50, 10 and 5 per 


cent; longer and thicker, 45 and 10 per 
cent to 50 and 5 per cent. 
Machine bolts, % by 4 and smaller, 50, 


10, 10 per cent to 60 and 5 per cent; larger 
and thicker, 50 and 10 per -cent to 50, 10 
and 5 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 80 per cent; larger and thicker, 75 
per cent. 


Tinner’s rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
list 50 and 10 per cent; brass, 4/32 14/20 
75, 10 and 5 per cent, new list. 


Lock washers, 50 per cent. 

Toggle bolts, steel, bright finish, 60 per 
cent. 

_Iron rivets, 60 per cent; 
rivets, 40 per cent. 

Stove bolts, 80 per cent, 


Builders’ Hardware.—It has _ been 
repeatedly stated in these reports that 
contractors, architects and jobbers all 
anticipate renewed activity in building 
during the spring. As a result some 
of the jobbers in this territory are 
planning to revise and add to their 
stock of builders’ hardware, which, 
during the past few years, have not 
been as well balanced as some of them 


72 


solid copper 


by 6 and: 


HNN 


believe they should have been. It is 
reported that manufacturers of build- 
ers’ hardware have relatively small sur- 
plus stocks at the present time. 
Cutlery.—Christmas sales, as far as 
jobbers are concerned; are reported to 
have been very satisfactory. - Retailers 
report an increasing demand for cutlery 


‘of all kinds, although the interest that 


the public is showing has nothing about 
it of an extraordinary nature. Prices 
will probably continue to be firm, job- 
bers say, until after the first of the 
year. 


Electrical Goods.—Sales of electrica! 
specialties are particularly active at 
the present time. Both jobbers and 
retailers report increased interest. 
Local stocks are ample and prices are 
apparently very firm, 

Jobbers’ quotations f.o.b. New York: | 

Electric iron, 6-lb., $6.75 list. Electric - 
grill, having three cooking pans, 4, 1% 
and 2 in. deep, having also three different 
heat units, $15 list. Electric waffle iron, 
3% x 7 in., for two waffles, $16 list. Elec- 
tric reversible toaster, $8 list. Electric per- 
colator, Colonial pattern, 6-cup capacity, 
$17.50 list. Same, 9-cup capacity, $19.50 
list. Continental_pattern, 6 cups, $12 list. 
All subject to 30 per cent discount. 


Galvanized Ware.—Little interest is 
being shown galvanized sheet at the 
present time. Jobbers are quoting 
galvanized sheet 25 cents lower. 
Pails and tubs are fairly active at 
steady prices. 

Prices to retailers f.o.b. New York: 

Galvanized sheets, No. 28 gage, $5 to $5.25 


per 100 Ib. 
Jobbers’ quotations f.o.b. New York: 


Galvanized pails, 8-qt., $2.35; 10-qt.. 
$2.70; 12-qt., $2.95; 14-qt., $3.30; 16-qt., 
$4 per doz. 


Galvanized wash tubs, No. 1, $7.85; No. 


2, $8.80; No. 3, $10.25; all per doz. 

Ice Scrapers.—A slight snow storm 
the early part of last week caused re- 
newed interest in this line. Prices are 
very firm. ; 


Jobbers’ quotations f.0.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 6% x 5% in. 4-ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
tempered steel blade, 7 x in., %-in. pol- 
ished and painted blue, 4-ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
7-in. blade, 6 in. deep, %-in. polished and 
painted blue, 4-ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, 8 x 6 in. heavy iron ferrule 
4%-ft. handle, $10.40 per doz. 


Ice Skates.—Dealers report good 
sales for skates. Jobbers say that the 
mild weather has not been conducive 
to skate sales, although there is fair 
demand for the usual holiday trade. 


Jobbers’ quotations f.o.b. New York: 
Men’s and boys’ all clamp club skates, 
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sizes 8 to 12 in., 91c. to $1.18. Men’s and 
boys’ all clamp hockey skates, runners cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c, to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 
11 in., polished cast steel runners, $1.15 
to $1.40. Women’s and children’s clamp 
hoc okey skates, $1.40. Women’s and chil- 
dren’s clamp hockey skates, russet leather 
bick and strap, runners made of cast steel, 
nickel plated, $1.51 to $1.99. 


Lanterns.—Little interest is being 
shown lanterns at the present time. 
Prices are steady, 


Jobbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$11.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 
per doz. Little Wizard lanterns, $11. 25 per 
doz. Eureka driving lanterns, re lens, 
$19 per doz. atchmen’s mill lanterns, 
enamel finish, $25 per doz. Imperial plat- 
form lanterns, $9.75 each. 


Levels.—There seems to be a certain 
amount of interest at the present time 
for all kinds of carpenters’ tools and 
supplies. Prices are fairly firm. 


Jobbers’ quotations f.o.b. New York: 

Pocket levels, iron, 3-in., japanned, $1.72 
per doz.; 2-in. hexagon brass, nickel plated, 
ae glass, $3.60 per doz.; same, 4%4-in., 
$8.20 per doz. 

Line elevels, 3-in. aluminum, German sil- 
ver end, $5.13 per doz. 

Plumbs and Levels.—Cast iron japanned, 
nickel plated trimmings, with proved 
glasses, two — 6-in., $16.32 per doz.; 
same, 24-in., $31. 

Steel Levels. 1 ooold rolled _ steel, web 
japanned, one plumb and two levels, 22-in., 
$19.38 per doz. 


Linseed Oil.—The Linseed market 
generally is very quiet, although char- 
acterized to a large extent by price 
shading. Local stocks are not large 
and the quotations given a week ago 
still hold. 


Prices to retailers f.o.b. New York: 

Linseed oil in carlots, 67c. to 69c. per 
gal.; less than carlots, but more than 5 
bbl., 72c. to 74c. per gal. ; ;-single bbl. lots 
are 75c. to 77c. per gal. "Boiled oil is 2c. 
extra per gal. and double boiled oil is 3c. 
extra per gal. Oil in half bbl. lots is 5c. 
extra per gal. 

Nails.—Nails during the past week 
were fairly brisk, although no large 
trading was reported. 

Jobbers’ quotations f.o.b. New York: 

Wire nails, $3.50 to $3.70, base, per keg. 
Cut nails, $4.10 to $4.45, base, per keg. 
Coated nails, $3, base, per keg. Wire nails 
and brads, 75-10 per cent, 


Naval Stores.—Regular December 
dullness seems to have settled down 
upon. this market, which continues to 
fluctuate, as far as prices are con- 
cerned, from day to day. The average 
market price, however, remained ap- 
proximately the same during the past 


week. 

Prices to retailers f.o.b. New York: 

Turpentine, 80c. to 82c. per gal. 

Pitch in 200-lb, bbl., $6 upward; kiln tar, 
$9.50 upward; retort tar, $9.50 upward. 
First run rosin oil, 36c. to 38c. 

Rosin, on a basis of 280 Ib. to a bbl. B, 
D, E, F and | — $5.30 per bbl.; H 
grade, . $5.40; oy e, 5.50; K cared, 
36.06 ; M grade, $6.50; N grade, $6.75; W, 


$7. 50 
Roller Skates—Jobbers report a 


somewhat improved demand at firm 
prices, 

Jobbers’ quotations f.o.b. New York: 
Extension roller skates, steel foot plate 
and back, extend 74 to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Sxtension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cushioned, 
extension, 71%4 to 10 in., half strap heel, 
clamp toe, plain steel rolls, $2.10 per pair. 
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Extension ball-bearing ro'ler skates, for 
men, nickel-plated, $2.65 per pair. Same 
for women, $2.75 per pair. 

Rope and Twine.—No material 


change has been noticeable in the rope 
and twine market. Rope is not par- 
ticularly active at the present time. 
Twine is fairly brisk. Prices ave ex- 
pected to continue at the present level 
until after the first of the year at 
least, unless some unexpected element 
should be ‘ntroduced into the market 


Jobbers’ quotations f.o.b. New York 

Manila rope, No. 1 grade, 18c, to ‘ 
per lb. Hardware grade, 15c. per Ib. Sisal 
No. 1 grade, 13c. per Ib.; sisal, No: 2 grad 
llc. per lb. Bolt rope, 20c. to 22c. per lb 

Lath yarn, 13c. to 15¢c. per lb. Jute wrap- 
ving twine, 20%c. to 25%e. ner Ib. India 
hemp twine, No. 6, 16c. to 18c. per Ib. 


Sash Weights.— Sporadic interest 
characterizes this line. Prices are ap- 
parently quite firm. 


Three representative quotations on sash 
weights for less than car lots are f.o.b. 
BaltimiOre, $37.50 per ton; f.o.b, Lebanon, 
Pa., $32.50 per ton; f.o.b. St. Louis, $39 
per ton. 


Screws.—Peculiar conditions feature 
this line. Quotations are eccentric in 
range. A reduction approximating 20 
per cent was made during the past 
week by most of the local jobbers on 
wood screws, Machine screws have 
not as yet been affected, but it is ex- 
pected that reductions will also be 
made on other types of screws within 
comparatively short time. 

Jobbers’ quotations f.o.b. New York: 

Wood screws.—Flat head, bright, 82'/2 per 
cent; flat head, galvanized, 67/2 per cent; 
round head, blued, 80 per cent; round head, 
nickeled, 70 per cent; round head, brass, 
75 per cent; flat head, brass. 75 per cent; 
flat head, brass. 77'/2 per cent; round head, 
brass nickeled, 70 per cent. 

Local jobbers are quoting extra 10 to 
extra 20 per cent on the average to the 
above discounts. 

Machine Screws.—Iron, flat and round, 
80-10 per cent; brass, flat and round, 75 
per cent. 

Cap screws, 75 per cent. 

Set screws, 75-5 per cent. 


Sleds.—The demand for sleds is not 
particularly satisfying to the local job- 
bers, although there is fair Christmas 
trade reported. Prices are firm. 


Jobbers’ quotations f.o b. New York: 

Flexible Flyer sleds. No. 1, 38 in. long, 12 
in. wide, 6 in. high, $4.50 each: No. 2, 42 
in. long, 18 in. wide, 6 in. high, $5 each; 
No. 3, 47 in. long. 14 in. wide, 7% in. high, 
$6.50 each: No. 4, 52 in. long, 14 in. wide, 
7% in. high, $7 each. Junior Racer, 49 in. 
long, 12 in. wide, 6% in. high $5.50 each; 
Racer, 57 in. long, 13 in. wide. 7% high, 
$6.75 each; No. 5, 63 in. long, 16 in. wide, 
8 in. high, $9.50 each: No. 4, with one pair 
of foot rests, $7.75; No. 5, with two pairs 
of foot rests, $11. 


Snow Shovels.— Renewed activity 
was reported last week following the 
snow storm of Dec. 4. Out of town 
dealers particularly are placing orders 
for snow shovels of the most popular 
size. 

Jobbers’ quotations f.ob. New York: 

All steel snow shovels. $3.90 per doz.: 
galvanized snow shovels, 21™% x 16 in., $12 
per doz.: black steel snow shovels, 16 x 18 
in. $11 wer doz: Massachusetts snow 
shove's, $7.50 per doz. 

Sporting Goods.—Interest is reported 
to be active in this line for all kinds 
of sporting goods for the Christmas 
trade at firm prices. Price declines 
are expected at the beginning of the 
new year. 

Stove Pipes and Elbows.—A certain 
amount of pick-up business still con- 


tinues for these articles. Prices are 


unchanged. 
Jobbers’ quotations f.0.b. New York: 
Stove pipe, black, iron, No. 28 gage, 12 
lengths to a bundle, 4 in., $1 60; 4% in, 
32°38. 5 in., $1.80; 5% in. $2.10: 6 in, 
Elbows, black, iron, No. 28 gage, 12 
lengths toa bundle, 4 in., $1.6( $% in., 
$1.70; 5 in., $1.80; 5% in., $ . 6 in, 


$2.25 
Stove pipe wire, No. 18, 68c. doz.; No. 19, 
60c. doz.; 50 ft. in coil, No. 20, 50c. doz. 
Tree Holders.—Jobbers report “pick- 
up” business is the only activity pres- 
ent in this line, as most of the local 
lealers are fairly well supplied. Prices 
are steady. 
Jobbers’ quotations f.o.b. New York: 
Cast iron tree stands, japanned, striped 
With gold bronze, 2 in. opening, $10 per 
doz. net; 3 in. opening, $16.75 per doz. net; 
“Gem” tree stands, $5.75 per doz, 


Tool Boxes.—Christmas demands for 


tool boxes are particularly active. Good 
sales are reported. 

Jobbers’ quotatio f.o.b. New York: 

Boys’ tool chest mplete with nine 
tools, $42 per « same, with twelve 
tools, $48 per doz lool chests, outside 
dimensions 15% x 8 x 3% in., complete 
with nine warranted ‘9 each. Same, 
outside dimensions 15%, x 9 x 3% in., $12 
each. Chests with 28 w d tools, out- 
side dimensions 17 x 12 “3 % in., $18 
each. Tool cabinet, fitted with 21 tools, 
outside dimensions of cabinet 22 x 14 x 54 


in., $20 each. 

Work benches, complete with 12 war- 
ranted tools, dimensions table top 30 in. 
long x 12 in. wide, height of table 24 in., 
drawer 18 x 8 x 3 in. inside, weight packed 
about 49 Ib., $20 each. Same, without 
tools, $10.66 each. Tool bench complete 
with -26 warranted tools, weight when 
packed about 70 Ib., table top 40 in. long 
x 18 in. wide, height of table 29 in., drawer 
23% x 13% x 3 in. inside. Each bench is 
provided with a practical bench vise and 
bench stop, $30 each. Same without tools, 
$13 each. 

Toys.—A good demand, steady prices, 
and rapidly diminishing stocks seem 
to be the outstanding conditions in the 


toy market at present. 


Window Glass.—It is understood by 
local jobbers that manufacturers do 
not anticipate revising prices for the 
balance of this year, and it is also 
considered improbable that there will 
be any price changes during the first 
30 days of the new year. After that 
conditions will govern any price 
changes ‘that may be made. The de- 
mand exceeds the supply, and it is 
reported that some of the large fac- 
tories are not working at full capacity, 
and will not be in a position to do so 


until after the first of the year. Local 
stocks are very light. 
Prices to retailers f.o.b. New Y« ” 


B single window glass, § 
count. 

$ double glass, 85 per 

A double and single 
discount 

Wire Goods.—“Futures” are begin- 
ning to be received by local jobbers. 
They say there is no indication yet 
from the number of orders that have 
so far been received as to the tendency 
of business in wire goods for next year. 
Most jobbers, however, are optimistic 
about the prospects for wire sales for 
spring shipments. 

Jobbers’ quotations f.o.b. New York 

Poultry netting, galv: inized after weav- 
ing, factory shipment, 50 per cent; from 
New York stock, 45 per ‘cent. Poultry net 
ting, galvanized before weaving, factory 
shipment, 50-10-5 per cen‘. 

Square mesh wire cloth, ; 
stock, $4.75 to $5 per 100 sq. “tt 


sunt 
per cent 


1 


x 2. N w York 
° 


ji 
| 
{ 















Office of HARDWARE AGE, 
1505 Otis Bldg., 

Chicago, Dec. 10. 
ITH somewhat colder weather 
and the first fall of snow 
there is a slight but unmistak- 
able increase in the volume of retail 
business. Then too the effect of holiday 
buying is being felt in the hardware 
stores of this section. Wholesalers are 
noting something of a heavier demand 
for seasonable goods and quite lively 

interest in the various holiday lines. 

The most notable price change of the 
week is the new announcement concern- 
ing black wire cloth, which is now 
priced at $1.90 to $2 per 100 sq. ft. for 
12-mesh black painted variety. The 
original price for next season’s business 
was $2.10. This soon dropped to $2 


and now a $1.90 to $2 price is effective.’ 


‘Railroads are quite actively in the 
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mene : 
CHICAGO 
its height and the demand continuing 
general with prices holding to the prior 
figure. 
We quote from jobbers’ stocks, f.o.b. 


Chicago: First quality single bitted unhan- 
dled axes, 3 to 4 Ib., $14.50 base; good 
quality black unhandled axes, same weight, 
$13.50 base: single bitted handled axes, 
$16.50 to $22 per doz. 

Alarm Clocks.—With prices just as 
they were in the early fall and the 
normal season’s demand being aug- 
mented by holiday requirements, the 
alarm clock business is wholly satis- 
factory. 

We 

licago: 

2.48 doz. ; 

doz. ; 


quote from jobbers’ stocks, f.o.b. 
America, $13.08 doz. lots, case 
Blue Bird, $15 doz. lots, case 
Bunkie, $25.56 doz. lots, case 

doz.; Lookout, $16.08 doz. lots, case 
5. doz.; Sleepmeter, $17.52 doz. lots, 
> $16.92 doz. 


Bicycles and Tires.—Little interest is 
shown in this line which is now a fea- 
ture item. Prices have been somewhat 


market for new material and their “adjusted, but the trade will probably not 


situation seems to be gradually improv- 
ing. All of the trunk lines are in the 
market for some goods. Patronage of 
the railroads is also slightly on the 
increase. 

A statement made by the largest 5 
and 10 cent store for October sales 
shows a decided increase over the same 
period of last year with every indica- 
tion that November will establish the 
same kind of a record. Mail order 
houses are experiencing something of a 
slump, due principally to the fact that 
the farmer is out of the market on ac- 
count of the extremely low prices which 
are offered for grain. 

In the main prices are holding steady 
with only minor changes and these 
affecting a very few items. It seems 
still to be a conservative statement to 
say that no important price changes 
can be expected during the balance of 
the current year. 

Collections continue to be quite satis- 
factory with the exception of some ac- 
counts in the agricultural district. 


Automobile Accessories.—This is the 
dull season and business is on a re- 
stricted basis. Winter accessories, such 
as heaters, tire chains and robes are 
more active in the sales. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Reliable jacks, No. 46, $3.70 each, 
$41.60 per doz.; No. 1 standard jacks, $2.95 
each. Twin cylinder foot pumps, heavy 
duty, $1.35 each, $15.00 doz. Simplex 
jacks, No. 36, $1.75 each, doz. lots each 
$1.60 Stewart hand horns, $4.00. Weed 
chains, 30 x 3%, 25 per cent discount single 
pair lots; 33% per cent discount dozen pair 
lots; Rid-O-Skid chains, 25 to 33% 
cent off. Inner tubes, red, 3 
each; gray tubes, 30 x 3 
Lyon bumpers, No. 105, ‘ 
$8.25. Zethlehem spark plugs, special Ford 
type, lots of 100, 36c. each; mica type 
Bethlehem spark plugs, 89c. each, 78c. lots 
of 99, 74c. lots of 100 to 499; standard por- 
celain Bethlehem plugs, 5%c. each, 56c, lots 
of 99, 55e. lots of 100 to 499; Hercules 
Giant plugs, 60c. all sizes; Hercules Junior 
plugs, 35c. all sizes; Splitdorf plugs, 
than 100, 67c. each, 100 lots 63c 
Splitdorf plugs special for Fords, 56@c. 

100 lots 4%c. each; Champion X plugs 

each, 190 lots 46c. each; Champion 0 plugs, 
5%c. each, 100 lots 56c. each, 1000 lots 54¢ 
each; Champion heavy duty plugs, Dodge 
ype, 5%ec. each, lots of 100 56« each, lots 
if 1000 54c. each 


Axes.—A good volume of business is 
reported in axes, the season being at 


place much business until after the first 
of the new year. 

Builders’ Hardware.—One of the 
largest makers of butts and hinges re- 
ports the largest sale of its product 
in Milwaukee last year which has been 
recorded since the war. Six carloads of 
butts and hinges were sold to three con- 
cerns. The demand for builders’ hard- 
ware in Milwaukee is especially strong. 
The same statement applies to Chicago, 
where building operations are going on 
at a lively pace. Now that the carpen- 
ters agree to accept the Landis award, 
and as practically all of the other trades 
have agreed to this scale, there is little 
reason why building will not go forward 
in Chicago in a large manner. Weather 
conditions are still favorable and the 
records of architects’ offices indicate 
that many important projects are about 
to be launched. 


Cotton Gloves.—Quotations are un- 
changed in the Chicago market, al- 
though in some centers they are slightly 
higher. The demand is quite active. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Six. oz. knit wrist gloves, $1.20 
doz. ; 8-o0z. knit wrist gloves, ‘$1.45 doz.; 10- 
oz. knit wrist gloves, $1.80 doz.; 8-oz. plain 
husking mittens, $1.15 doz. pairs. 


Copper Rivets and Burrs.—There is a 
constant demand for this material, with 
a total volume which is very good. 
Prices are the same. 

We quote from jobbers’ 
Chicago: Standard sizes and 
per cent discount. 

Chains.—Steady business is reported 
in chains and prices remain unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Proof coil chains, $8.25 per 100 
Ib. %-in. base; weldless coil chains, 50 per 
cent off list; No, 00 4% electric welded 
cow ties, $2.75 per doz. 

Cutlery.—Carvers, manicure sets, and 
other items are very active in the cut- 
lery sales of Chicago hardware houses. 
This is, of course, the busy season for 
cutlery and departments are piling up 
orders in a very nice manner. Pocket 
knives and razors, which have been 
somewhat slow, are now very active in 
the sale. Continued good business is 
expected for the balance of December. 


Cooking Utensils.—There is a good 


stocks, f.o.b. 
packages, 50 
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demand for the line in general, particu- 
larly for those items which can be used 
for gift purposes. Roasters are an ac- 
tive item in cooking utensils at this 
time. 

Eaves Trough and Conductor Pipes.— 
Building activity is going on at such an 
extent that there is a continued fairly 
good demand for this material at un- 
changed prices. 

We quote from jobbers’ stocks, f.o.b, 
Chicago: 29 gage, 5 in. lap joint caves 
trough, $4.30 per 100 ft.; 29 gage, 8 in. 
corrugated conductor pipe, $4.50 per 100 
ft.; corrugated 3 in. conductor elbows, $1.55 
doz. 

Files.—While there is not the indus- 
trial activity which would make a heavy 
demand for files, still there is steady 
business at the same prices. 

We’ quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 

Flint Paper and Cloth.—Demand is 
not as heavy as it was in the fall, but 
continued fair business is reported in 
flint paper and cloth. Prices remain 
the same. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper, No. 0, 
$4.50 per ream; first quality emery cloth, 
No. 0, $27 per ream. 

Galvanized Ware.—Quality is now re- 
ceiving more consideration in gal- 
vanized ware. Buying is still on a 
rather restricted basis, but price ten- 
dencies seem to be slightly upward. 


Glass.—Glass sales have been large 
and continuing very good. Prices show 
no change and are not apt to decline in 
the face of a demand which is con- 
sidered entirely satisfactory. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A, all sizes, 81 per 
cent off; single strength B, all sizes, 81 per 
cent off; double strength A, all sizes, 83 
per cent off; double strength B, all sizes 
83 per cent off; putty in 100-lb. kits, $4.75; 
commercial putty, $4.10; glaziers’ points, 
Nos. 1, 2 and 3, one doz., 75c. 

Guns and Ammunition.—Indications 
are that the demand will continue until 
the close of the year. Prices are as 
they have been for some time past. 


Hatchets.—Though reductions are ex- 
pected Jan. 1, prices are without cur- 
rent change. Considering the season 
sales are good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality broad 
hatchets, $19 doz.; Competitive trades, $13 
doz.; warranted shingling hatchets, $14.35 
doz. Competitive forged shingling hatchets, 
$5.50 doz. 

Hammers.—It is reported that ham- 
mers will reduce in price Jan. 1, but 
at present they are holding to the past 
figures and continued fair business is 
reported. 

We quote from jobbers’ stocks, f.o.b. 
Chicago; No, 11% first quality nail ham- 
mers, $13.50 per doz.; Competitive forged 
nail hammers, $7.50 to $10 per doz.; cast 
steel hammers, $4 per doz. 

Hickory MHandles.—Sales are of 
steady character and of good volume. 
Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 doz. ; 
No. 2, 2 doz.; finest selection second 
growth white hickory, $6 doz.; special white 
growth second hickory, $4.50 doz.; No. 1 
hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and hammer 
handles, $1.20 doz. 
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Hose.—Manufacturers announce that 
there ‘will be no reduction in prices on 
hose for the coming season, due to the 
increased cost of cotton and duck. Fu- 
ture business is now being booked. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: %- in. molded reel hose, good qual- 
ity, 13%c. %- -in. 3-ply good quality 
duck hose, 134 4c.; %4-in. 4-ply good quality 
duck hose, 16c. ; % “in. 5-ply multiple hose, 
Ole, 

Lawn Mowers.—No interest is shown 
in this line at the present, although fu- 
ture prices have been announced and 
are slightly lower than those of last 
season. 

Lanterns.—This is a seasonable item 
and while orders are not of large quan- 
tity, there is steady business which goes 
to make up a fairly good sales total. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns, hot blast, 
$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.; with large founts, 
$16 per doz.; best tubular lanterns, $9.50 
per doz.; Competition lanterns, No. 6 tubu- 
lar, $7.80 per doz. 


Ice Skates—Business is good in ice 
skates. Many dealers waited until the 
demand came and are now asking for 
express shipments. No change in price 
has been recorded. 


We quote from jobbers’ stocks. f.o.b. 
Chicago: North Star aluminum finish racer 
or hockey for men and women, $9 pair; 
North Star nickel finish racer or hockey for 
men or women, $10.25 pair; key clamp 
rocker, steel runners, bright finish, 90c. pair ; 
key clamp rocker, steel runners, nickel fin- 
ish, $1.15 pair; clamp hockey, polished 
cast steel runners, $1.20 pair; key clamp 
hockey, carbon steel runners, $1.60 pair: 
half key clamp rockers for women and 
girls, $1.10 pair; half key clamp hockey for 
women and girls, $1.51 pair. 


Nuts and Bolts.—There is, of course, 
a constant demand for nuts and bolts 
and prices are maintained at the old 
figures. 


We quote from jobbers’ stocks, f.o.b. 
Chicago; Large carriage bolts, 60 per cent 
off list; small carriage bolts, 60-10 per cent 
off list: large sized machine bolts, 60-5 per 
cent off list; small sized machine bolts, 60- 
10 per cent off list; all stove bolts, 80 per 
cent off list; all lag screws, 60-10 per cent 
off list. 

Nails.—Building activity is such that 
there is a continued demand for nails 
at prices which are unchanged. 


from jobbers’ stocks, f.o.b. 
Common wire nails, $3.65 per keg 


We quote 
Chicago: 
base. 





Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Dee, 10, 1921. 


T always has happened and 1921 is 

proving no exception. It probably 
always will happen just so long as 
Christmas is observed on this earth 
of ours, and human beings retain a 
pleasure in giving. We refer to the 
wave of buying that comes at this sea- 
son of the year. People will say to 
themselves long before Christmas— 
“Now this year I am going to cut down 
my Christmas shopping to a minimum.” 
Others, who really can afford to buy, 
say to themselves—“I will cut out 
Christmas this year, for I cannot af- 
ford to spend the money.” Still 
others, who cannot afford to buy gifts, 
and are unhappy because of 
financial positions, usually do not say 
much, but they do a lot of thinking. 


their 
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Rope.—For this season of the year 
sales are good, but are not large. Prices 
are unchanged on sisal, but an advance 
of 1 cent per lb. was announced last 
week on manila rope. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila rope, 
standard brands, 17%ec. to 18!.¢. per 
No. 2 manila rope, 16c. to 1614c. |b 
so-called hardware grade manila 


12%4c. lb.; No. 1 sisal rope, highest qi 
standard brands, 12%c. to 13%c. Ib e: 
No. 2 sisal rope, standard brands, lic. to 
1114c. lb. base 


Spades and Shovels.—Considering the 
season there is a fair amount of busi- 
ness on spades and shovels. Prices are 
the same. 

Stove Pipe—There is good business 
in stove pipe, the item being strictly in 
season. Comparatively little future 
stock is being piled up by the retailer, 
who is obliged to come to market quite 
often for supplies. 

We quote from 





; jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $10.50: 30 gage, 
$11.50: 28 gage, $13.70: 26 gage, $16.40: 
6-in, elbows, 30 gage, $1.25; 28 gage. $1.45; 
26 gage $1.70 per doz. 

Singletrees—Sales are of very good 
quantity. 

We quote from jobbers’ stocks, f.o.b 
Chicago: 34-in. strap and varnished single- 
trees, $9 doz.; 48-in. doubletrees, $12 doz. : 
40-in. neckyokes, $11.50 doz 

Solder and Babbitt Metal.—Metal 
prices are increasingly strong, and 
prices on solder and babbitt are there- 
fore very firm. 

We quote from jobbers’ stocks. f.o.b 
Chicago: Warranted 50-50 solder. $20 per 
100 Ib.: medium 45-55 solder, $19 per 100 
Ib.: tinners 40-60 solder. $18 per 100 Tb.; 
high-speed babbitt metal, $18 per 100 Ib 
standird No. 4 babbitt metal, $6.75 per 
100 Ib. 

Sledges, Mauls and Wedges.—The 
prices given below include recent reduc- 
tions by the manufacturers. 

We quote from jobbers’ 
Chicago: Striking and B. S 
16 Ib., $9.50 per 100 Ib.: wood chopping 
mauls, 5 to 8 Ib., $12 ‘ner 100 Ib common 
fluted wedges, 3 to 6 Ib., $7 per 100 Ib. 


Sash Weights.—The demand at this 
time is quiet and prices remain the 
same. 

We quote from _ jobbers’ 
Chicago: Sash weights, per ton, $38 

Steel Sheets.—There is no change in 
price at this time. Sales are of fair size. 


BOSTON 


Retail hardware dealers in this sec- 
tion of the country are beginning to 
feel the influx of this season’s buying 
movement. In return they are buying 
seasonable goods from the jobber more 
and more frequently in an effort to 
keep pace with the demands made upon 
them. No retail dealer is buying ex- 
travagantly, however, but his frequent 
individual order is swelling the aggre- 
gate sales of the average jobber here to 
new high records. Were it not for the 
fact that hardware values are quite a 
little below those of a year ago, the job- 
ber would make more money this month 
than he ever did before during Decem- 
ber. As it is, his gross sales will not 
run very far below those for the cor- 
responding month last year. 

The conservative policy of 
adopted by the retail hardware dealer 
some months ago and continued to date 


f.o.b. 


s'edges, 5 to 


stocks, 


f.o.b. 


stocks 


buying 


We seers 





Chicago: x: 
per 100 Ib. > 23 g 
100 Ib. 
Stove Boards.—Prices are riding 


along at the old figure and considerable 
reorder business is now coming in. 


We quote from jobbers’ stocks. f.o.b 
Chicago: Crystal wood lined square boards 

















26-in., $14.45 doz.; 28-in., $16 95 « 30 
in., $19 doz.: Crystal paper line: tove 
boards, square, 26-in.. $8.15 doz.; 2S-ir 


$9.10 doz.; 30-in., $10.80 doz. 

Sash Cord.—Building demands are 
making for fair business in sash cord. 
Due to the increased cotton prices the 
market seems to be firm on this item. 

We quote from jobbers’ stocks, f.o.b. 
Chieago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks: No. 8 sash cord, standard 
75 per doz. hanks. 


Not much business is re- 


bene gg 


Screws.— 





ported. 

We quo ‘te from jobbers’ stocks. f.o.b 
Chicago : head bright serews, 7714-25 
per cent off list round head blue d, 75-20 
per cent off Sst; flat head brass, 72%4-2 
per cent off list; round head brass, 70-20 


per cent off list 

Toys.—Late purchases of toys are 
coming into the market and are causing 
a very good volume 

Traps.—This is the active season for 
this item and sales are very good at 
unchanged prices. 

We quote from jobbers’ stocks 
Chicago: No. 0 Victor. $1.71: N 
$2.01; No. 1 Victor Giant. $2.56; No 
Victor, $3.05; No. 0 Oneida Jump, §$: 
No. 1 Oneida Jump, $275: No. 1% t 
Jump, $4.12: No. 0 Tri umph $1.71 Vo 
Triumph. $2.01 No. 114 Triumph, $ 
No. 115N Clutch, $3.25. 

Wite Goods.—The conspicuous price 
announcement of the week is the reduc- 
tion in quotations on 12-mesh black 
painted wire cloth, which is now sold 
at $1.90 to $2 per 100 sq. ft., rather 
than at $2. There is also a one point 
increase in discount on poultry netting. 


in business. 








We quote from jobbers’ stocks, f.o 
Chicago: No. 8 black annealed wire, $3 
per 100 Ib.; galvanized barbed wire. $4 
per 100 Ib 12 mesh black painted wire 
cloth, $1.90 to $2 per 100 sq ft 
netting. 56 per cent off: galvar 
weaving, 51 per cent off; catch weight s] 
galvanized cattle wire, $4.30 per 
$0 rod spool galvanized hog wire, $3.» 
per spool No. 8 galvanized plain wir 


$3.85 per 100 Ib 





really, in the long run, should be 
highly favorable factor in shaping 
course of the wholesale market later 
on. For it means that retail stocks 
if not already so, are gradually 

yoint, and 
buying 


being 
reduced to below the danger } 
a very substantial and healthy 
power is being constructed 

In other than shelf hardware lines 
usually in favor at this time of the year 
business is rather limited. During 
November it was better than antic 
natural seasonable reactior 
has come this month. The big men. 
who see far ahes ad of the little fel! 
great deal of confidence in the 
“Some of them go so far as to 
openly state they anticipate a recovery 
in general business earlier in 1922 tha: 
the great bulk of manufacturers th 
selves expect. Such men maint 
substantial buying power can deve 


pated, but : 
ows, 


have a 
future. 





ad 
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in just as short a time as it can 
vanish, provided, of course, conditions 
are ripe for its development. They 
point out there is a material shortage 
in a large number of lines which, at the 
moment, does not show on the surface 
due to general industrial conditions. 
This shortage must be filled sooner or 
later, and they are saying it will be 
“sooner.” 


Arsenate of Lead.—A new list has 
been issued on Swift’s arsenate of lead, 
which shows a fairly large decline, in 
some instances approximately 3% 
cents per Ib. 


Blacksmiths’ Supplies—The demand 
for blacksmiths’ supplies of all kinds is 
perhaps a shade better than it was. 
Rough going on some of the New Eng- 
land country roads and snows and ice 
have created a better business for the 
blacksmiths, and they in turn are order- 
ing a little more frequently, although in 
a hand-to-mouth manner. Then too, 
there are considerably more blacksmith 
shops in operation than there have been 
in several years. During and follow- 
ing the war it was difficult to secure 
supplies and the smiths found it more 
to their advantage to work in-shops and 
shipyards. During the past year many 
of the former smiths have drifted back 
into the business. 


We quote from jobbers’ stocks: 

Anviis—Standard makes, l6c. per Ib. 

Axles.—Square bed, drawn bed and one- 
piece, under 2%-in., 13c. per lb.; square 
bed, drawn bed and one-piece, 2%-in. and 
— 12c. per lb.; coach bed axles, 1c. per 

Springs.—Common wagon and carriage 
springs, 13c. per lb. base. 

Horseshoes.—_We quote from jobbers’ 
stocks: Standard makes in 100-lb. kegs to 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhude Island 
points, $7 per keg base. Base prices are 
for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is 
36.75 per 100 lb. keg. No freight is al- 
lowed on store shipments. 

Fancy Shoes.—Side weight, $11.50 per 
keg; track side weights, $11.75; toe weights, 
$10.25; steel‘shoes, $8.75; toe creased, $7.25; 
side wear, $9.25; calked, $9.25; extra light 
calked, $9.75; iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light driv- 
ing, $8.75; featherweights, $8.75; all as- 
sorted shoes, 50c. per keg extra. 

Welded Toe Calks.—Dull $2 per box; 
oom $2.25; blunt heel, $2.25; sharp heel, 
«.0v. 


Nails.—Horseshoe, Reliance and Brighton, 
Crown and Leader, No. 5, $5.90 per keg; 
No. 6, $5.25; No. 7, $5.05; No. 8, $4.85; Nos. 
9, 10 and 11, $4.65. 

Bottles.—Business in this depart- 
ment of the shelf hardware business 
has picked up briskly of late. The re- 
tail hardware trade is taking on Ameri- 
can made bottles freely, and as a result 
local stocks are going down rapidly. 
There is, however, considerable compe- 
tition in bottles, and the average re- 
tail dealer has not hesitated to take 
advantage of the situation. The growth 
of the American bottle industry during 
the past few years quite clearly shows 
its importance as an American insti- 
tution. Not only has the bottle become 
one of the best sellers in the Christ- 
mas holiday season, but it has become 
a staple article in the retail establish- 
ment. 

Botties.—Thermos, brown steel 


pints, $1.50 list; quarts, $2.50; 
nickel, pints, $2.50; quarts, 


cases, 
corrugated 
$5; smooth 
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nickel, pints, $4.25; quarts, $5.50; discount, 
25 to 10 per cent. Universal bottles, same 
price and same discount. Ferrostat, black 
finish, pints, $7.50; leather finish, $8.50; 
quarts, black finish, $10; leather finish, $11; 
2-qt., black finish, $15; leather finish, $16. 
Discount, 30 per cent. 

Jugs.—Ferrostat, qt. No. 404, Verde cop- 
per finish, $14 each, less 30 per cent dis- 
count. 

Brass.—The local jobbing market on 
all kinds of brass has been advanced 
another % cent per lb., bringing the 
total advance since the middle of Oc- 
tober up to 1% cents per lb. It is quite 
evident that the brass market, at least, 
has been thoroughly liquidated, and has 
more encouraging days ahead of it. 


Cooking Ware (Glass).—Jobbing 
houses are kept continually on the jump 
filling orders for glass cooking ware. 
Retail concerns, which several months 
ago were quite certain they had carried 
over enough stock to last them through 
1921, to-day are anxious buyers from 
day to day. The great bulk of the trade, 
however, realize that this class of mer- 
chandise is a highly important one, 
especially at this season of the year. 
Sets are selling much more freely than 
was the case last year, presumably be- 
cause there is a larger assortment on 
the market and a better selection of 
pieces. The jobbers, in several in- 
stances report they cannot get enough 
of these sets. 


We quote from jobbers’ stocks: Casse- 
roles, rounds, 1-qt., $1.75 each; 1%-qt., $2 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-qt., $1 each; 144-qt., $1.25 each; 
2-qt., $1.50 each. Pie plates, 90c. to $1 each. 
Cake dishes, 90c. each. Bread pans, $1 to 
$1.75 each. Custard cups, 25c. to 35c. each. 
Ramekins, 20c. each. Jobbers’ terms are 
30 per cent off list. 


Cutlery. — Retail hardware dealers 
who make it a practice to put off buying 
of certain things until the last moment, 
and others who bought some time ago 
and who have reduced stocks, make up 
the bulk of the buyers in the cutlery 
market to-day. There are a lot of them 
too, but individual orders very often 
concern small lots of each article of 
cutlery. In the aggregate, however, 
buying is satisfactory, according to the 
jobbers. 


Drills and Reamers.—Weakness has 
developed in the market ‘for drills and 
reamers. Manufacturers in quite a 
few instances have been reporting 
a slight improvement in business, but 
the demand apparently has made little 
impression on stocks of some of them. 
It is because of this fact, according to 
good authority, that weakness has de- 
veloped. Makers of carbon drills have 
reduced prices about 10 per cent and 
the jobbers have taken similar action 
as regards their quotations. The gen- 
eral selling price is 60 per cent dis- 
count, but in some instances an extra 
5 per cent has been allowed. Manu- 
facturers of high speed drills have re- 
duced prices approximately 20 per cent, 
and of ratchet drills and high speed 
reamers about 15 per cent each. Up 
to date the Boston jobbing trade, as a 
whole, has not changed its prices on 
high speed stock, but unquestionably 
will do so prior to next reports. 

We quote from jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., tap- 
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ered and straight shank, 60 per cent 
count; bit. stock drills, 50-10 per cent « 
count; center drills, 50 per cent discou: 
drills and countersinks combined, iv 
cent discount; ratchet drills, 20 per ; 
discount; wood boring brace bits, | 
cent discount; high speed, wire gag: 
letter sizes, plus 5 per cent; straight : 
tapered shank, 1/16 to %-in., plus 15 per 
cent; 33/64 and larger, plus 15-10 per « 
all other kinds of drills, 50 per cent « 
count, 

Reamers.—Bit stock, 30 per cent dis- 
count; bright square and T. S. standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per cent 
discount; escutcheon pins, 45 per cent dis- 
count; shell fluted rose and socket ream- 
ers, 20 per cent discount. 


Electrical Goods.—Electrical goods 
are sharing in the final spurt of buy- 
ing prior to the holiday trade, and 
noticeable inroads have been made in 
stocks of certain things locally. Irons 
continue to be the leading articles, but 
toasters are running a close second. 
In point of numbers the other articles 
are selling about on an even keel, but 
measured in dollars and cents the heat- 
ers and percolators naturally made the 
better showing. Contrary to the ex- 
pectations of jobbers in general, high 
priced percolators are selling very well. 


We quote from jobbers’ stocks: 

lrons.—Hot point, 30 per cent discount; 
Damanco, in lots of five or more, $3.35 each; 
in lots of less than five, $3.50 each; Shel- 
don, $3.25 net, each; Universal nickel 
plated, No. 901, $7.50 each; No. 902, $6.75; 

- 905 s oO. , $8.75; No. 9021, 
$6.25; No. 9051, $8. 

er cent; 12 pieces or more, 30-5 

per cent; 24 pieces or more, 30-7% per cent. 

Heaters.—Hotpoint, 30 per cent discount; 
Universal, No. 9952, sunburst type, $11.50 
list; discount, 30 per cent. 

Percolators.—Coffee, Universal, No. 9166, 
nickel $26.50 
each; No. 9169, nickel, 
silver, $29; No. 159, $2.50 


‘ count, 30 per cent; 12 pieces or more, 30-5; 


24 pieces or more, 30-7% per cent. 

Toasters.—Universal, nickel, No. 945, 
$7.50 each; No. 946, $6.75. Discounts same 
as on other goods. Reverso, $5.75, net, 
each; Star, $3.76 net, each. 


Grills.—Universal, nickel, No. 984, $12.50 
each; No. 982, $11.50. Discounts same as 
on other goods. 

Heat Pads.—Universal, nickel, No. 9940, 
$10.75 each. Discounts same as on other 


goods, 
Curlin lrons.—Universal, nickel, No. 
Discounts 


9901, $6.25 each; No. 99011, $6.75. 
same as on other goods. 


Ranges.—Two burners, 
oven, No. 9688, $31.50. 
cent. 

Files—Some of the jobbing trade 
here, apparently anxious to reduce | 
stocks, are making slight concessions in 
prices on some makes of files. The 
demand for files, however, is quite 
limited at the moment because of the 
slowing up in machine shop operations, 
ete. Rasps are going moderately well, 
all things considered, thanks to the 
greater activity in the blacksmithing 
trade. 


We quote from jobbers’ stocks: 

Files.—Nicholson and Black Diamond, 5° 
plus 10 per cent discount; Great Western, 
Arcade, Kearney & Foote and American, 
65, 10 and 5 per cent discount; X F, 65, 1° 
and 5 per cent discount. 

Rasps.—Heller, 75 per cent discount; 
Superior, etc., 80 per cent discount; Stokes, 
75 and 10 per cent discount. 


Galvanized Ware.—Aside from a de- 
cline of 25 cents on three-rib ash cans, 
the No. 190, to $4.25 each, prices for 
galvanized ware remain unchanged. In 
fact, one hears comparatively little 
about changes in prices these days now 
that the demand for galvanized ware 
has picked up. Individual orders 


with quill and 
Discount, 30 per 
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placed by the retail trade denote care- 
ful purchasing, but the aggregate num- 
ber of such orders received daily is 
expanding. 

We quote from jobbers’ stocks: 

Ash Cans.—Galvanized, No. 04118, $2.75 
each; No. 190, $4.25 each. 

Coal Hods.—Japanned, with wood han- 
dies, 15-in., $3.90 per doz.; 16-in., $4.24; 
17-in., $4.64; galvanized, with wood han- 
dies, 15-in., $5.40; 16-in., $5.95; 17-in., $6.40; 
18-in., $6.90. 

Pails.—Eight-qt., a 28 per doz.; 10-qt., 
$2.52; 12-qt., $2.78; 14-qt., $3.12; heaeine 
— sb 04. Ib. to the ‘doz., $4.08; 50 Ib. to the 
oz 

Tubs.—Galvanized, No. 200, $12 per doz.; 
No. 300, $13.25. 


Garbage Cans.—Galvanized, No. 1, $1.68 
per doz.; No, 2, $1.48; No. 4, $1.08. 

Glass—The demand for all kinds 
and sizes of window glass continues 
satisfactory, the recent more season- 
able weather having forced many be- 
lated consumers into the market. Dur- 
ing the past three weeks or so there 
has been a noticeable shortage of win- 
dow glass 24-in. wide and wider. It is 
believed by those who ought to know, 
however, that the supply situation will 
be immediately relieved. It is under- 
stood that the manufacturers have been 
able to make large shipments into New 
England during the past few days and 
‘such consignments are beginning to be 
opened up by the important warehouse 
interests. 

We quote from jobbers’ stocks: 

Window glass, single A, all sizes, 82 per 
cent discount; single B, first three brackets, 
84 per cent Gecegat : smaller, 82 per cent 
discount; double B, first three brackets, 86 

vod cent discount: "all above, 85 per cent 

iscount; double A, all sizes, 83 per cent 
discount, per box. Window glass by the 
ight, A and B quality, 80 and 10 per cent 
discount. 

ne tne marble + mee 5/16-in., 72c. per sq. 

7/16-in., 84c. 

Might ¥ 1 ee or rolled, %-in. 
thick, 15c. per sq. ft.; 3/16-in. thick, 20c. 
per sq. ft.; %4-in. thick, per sq. ft.; 
wired glass, 30c. per sq. 

Hack Saws.—Hack saw blades are 
moving slowly. There was a period 
about a month ago when the demand 
increased apparently, but it seems to 
have slowed down somewhat since 
then. 

Hack Saws.—Standard makes, in full 
packages 33% to 35 per cent discount; 
broken packages, 25 per cent discount; 
stock in five gross lots or larger, 30 and 10 
per cent discount. 

Heaters.—Heaters continue to move 
out of stock. Business, however, is 
confined almost exclusively to piecing- 
out orders from retail hardware deal- 
ers who have enjoyed a better business 
than anticipated. The local wholesale 
market on heaters cleaned up better 
than was anticipated for this season. 

We quote from jobbers’ stocks: Nesco 
Perfect heaters, No. 12, $5.25 list each; 
No. 15, $6.75; No. 016, $8.10; No. 0100, 
$10.85; No. 1600, $9.60; No. 1900, $11.85. 
Discount in lots of less than ten, 30 per 
cent; discount in lots of ten or more, 33% 
per cent. 

Hockey Sticks.—Running true to pre- 
dictions made last month by those 
jobbing houses who make a specialty 
of hockey sticks, the market is practi- 
cally sold up. Inasmuch as it is almost 
impossible to get fresh goods from the 
manufacturers, those retail dealers who 
have held off buying until now will 
have to do considerable looking about 





_ ago. 
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for hockey sticks, and will possibly not 
get what they want. Prices are re- 
ported as unchanged but very firm. 

We quote from jobbers’ stocks: Popular 
selling numbers, boys’, $4 | doz. ; men’s, 
$8 per doz. 

Oils, Ete.—Those interests, who about 
a month ago predicted a decline in 
the turpentine market, evidently knew 
what they were talking about for the 
market is weaker at 88 cents per gal- 
lon in barrel lots; at 98 cents in 10-gal. 
lots; at $1.03 in 5-gal. lots; and at 
$1.08 in one gallon lots. This repre- 
sents a drop of 3 cents a gallon as con- 
trasted with prices quoted a month 
Linseed oil also is 3 cents per gal- 
lon cheaper at 73 cents per gallon by 
the barrel; at 83 cents in 10-gallon 
lots; at 88 cents in five-gallon lots; and 
at 93 cents in one-gallon lots. 

Local jobbing prices on oils, etc., 
lots, per gallon, follow 

Oils Alcohol, Ete. 


in large 


CO rrr $1.03 Denatured - $0.50 
Cylinder 0.80 We i ceaaees 0.75 
BO neveecaa 15 Gasoline 0.34 to 0.37 
Linseed ...... 0.73 Benzine 0.34 to 0.37 
Neatsfoot .... 1.15 Turpentine .. 0.88 


Paints.—The market on mixed paints 
is 10 cents to 20 cents per gallon lower 
following a reduction in prices by the 
leading manufacturers of the country. 
This new decline makes a total of 
something like $1.50 per gallon on the 
better grades on this movement. Lead- 
ing local paint interests are preparing 
for the biggest spring season on record. 
It is confidently felt that home building 
will be on a large scale during the first 
half of 1922, at least, and that now that 
prices have been materially lowered 
from the 1920 peak, a large number of 
home owners and others, who have been 
putting off much needed painting will 
be forced to come into the market for 
supplies. With this belief firmly estab- 
lished, the jobbing houses are putting 
their stocks in shape for coming busi- 
ness requirements. 

Pins.—Quite recently there was a 
readjustment in local jobbing quota- 
tions for taper and escutcheon pins in 
common with those on other things of 
a similar nature. 


We quote from jobbers’ stocks: 

Escutcheon pins, standard makes, 40 per 
cent discount. 

Taper pins, Morse type, No. 5 and smaller, 
70 per cent off the list; No. 6 and larger, 
55 per cent discount. 

Robes.—The local market on automo- 
bile robes and horse blankets is doing 
well, most jobbers having only a few 
of a limited number of styles on hand. 
Autombile owners have been the big 
buyers of robes, especially the medium 
priced kinds. High-priced robes evi- 
dently are not as popular as they have 
been in former years, possibly because 
so many robes are stolen annually from 


automobiles. 

We quote from jobbers’ stocks: 
bile cloth, gray and black, 56 x 64-in., 
each; 60 x 80-in., $2.90 each; better grades 
in a large variety of colors, 60 x 70-in., 
$3.50 each. Chase plush robes, in colors, 
54 x 72-in.: Sanford, $6.50 each; St. Louis 
$10 each; Newton, $12 each; Omaha, $11 
each; Exeter, $14 each; 84-in. Newton, $1+ 
each ; $13 each; Exeter, $16 eac! 


Screws.—Last week it was said that 
less was heard about the weakness of 
prices on wood screws. Apparently 


Automo- 
$2.50 


Omaha, 
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conditions represented a lull before the 
storm, for fresh weakness has broken 


out in manufacturers’ lists, and the 
jobbing trade here are treating the 
market as a wide-open affair. Some of 


the largest manufacturers have reduced 
prices 5 points. Previous to this re- 
duction jobbers in some cases were 
quoting flat head bright wood screws 
at 7744, 20 and 10 per cent discount; 
others at 77%, 20, 10 and 10, and others 
at 80 and 10, in fact there were numer- 
ous quotations offered. Early in the 
year the market was 67% and 20 per 
cent discount, so it readily can be seen 
that prices have taken quite a drop. 
Back in 1914, jobbers here quoted at 90 
and 20; 90 and 30; and 90 and 40 per 
cent discount, so the market to-day is 
within striking distance of the 1914 
basis. It does not necessarily follow 


that it will go to the 1914 basis, how- 
ever. 

The demand for wood screws is quiet, 
otherwise everybody would not be will- 
ing to give an extra discount to close 


an order. The demand for machine 
screws likewise is limited, and jobbers 
are inclined to be bearish on the mar- 


ket, anticipating as they do lower 
rather than higher prices. 
We quote from jobbers’ lists: 
Wood Screws.—Iron, bright. §21, 


per cent discount print; flat ncn " blued, 
82% and 5 per cent discount; round head 
blued, 80 per cent discount; flat head brass, 
774% per cent discount; round head brass, 
75 per cent discount; flat head galvanized, 
67% per cent discount: flat head nickel, 
70 per count discount; round head nickel, 
70 per cent discount; the extreme price 
beyond the regular is an additional 10 and 
5 per cent discount. 

Machine Screws, Ete.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless, 65 and 10 per cent dis- 
count; cap screws, square and hexagon, 65 
to 75 per cent discount; fillister, 40 and 10 
per cent discount; flat, 30 per cent discount: 
button head, 20 per cent discount; lag 
screws, 50 per cent discount; iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 
flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 


Skates——Jobbers report increasing 
sales due to seasonable buying, and to 
weather conditions. How long the de- 
mand will hold is problematical, much 
depending on whether cold weather 
continues after the holiday buying lets 
up. 

Toys.—The toy market has come into 
its own. Jobbers are fairly buried with 
belated buying orders and are having 
some difficulty in Keeping up with busi- 
and covers 


ness. The buying is general 
a wide range of toys. Whereas two 
months ago things looked unsatisfac- 


tory to the jobber it is now reasonably 
clean up well. 


certain local stocks | will 


s" stocks 


We quote f 

Erectors—N each; No. 0, 53c.:; 
No. 1. $1.( N $1.75; No. 3, $2.45; 
No. 6, $7: N F $10; No. 8, $16.67; No 
10, $2 

Wir Sets —No. 4004, $3.85 each 

Soldering Outfits —No. 7001, 67c. each; 
Ni 02, $1.67. 

M scellaneous Hydraulic and pneumatic 

neering, No. 6502. $7 each. Heat ex- 

perimenting, No. 6510, $17.50 Separate 
phone, No, 3507, $3.63. 

Mineralogy.—No. 6550, $5.25 

Motors.—No. P-52 (2 terminal batteries 
$1 each; No. P-54 (reverse motors), $1.5 
No. P-58 (4 terminal batteries), $155; No 
P-60-C (transformers), $4.55 


tan 
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Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Dec. 12. 

—_— fact has been pointed out in pre- 

vious reports that pig iron is the 
real basis of conditions in the steel and 
subsidiary markets, and that as goes 
pig iron, so goes the entire steel market 
from the heaviest forms such as billets, 
plates, structural shapes, bars and all 
other finished steel products. A report 
just made public, shows that on Dec. 1, 
there were in operation in this country 
120 blast furnaces as against 96 on 
Nov. 1. The Steel Corporation alone 
started no less than twelve blast fur- 
naces in December that had been idle 
for months, some of them for close to 
one year. The independent steel com- 
panies started five furnaces in Decem- 
ber, while the other seven furnaces that 
started up in December are owned by 
companies that sell their pig iron in the 
open market, not having steel works 
connections. 

The total output of pig iron in the 
entire country in November was 1,415,- 
481 tons, a gain over October of no less 
than 215,000 tons. This increase in 
number of blast furnaces that are in 
operation, and the increase in pig iron 
output, show conclusively that the steel 
trade is on the way to better things, 
and while December will no doubt be a 
quiet month in steel, this is due to 
the fact that this month is always 
quiet, buyers not placing orders for 
anything they can possibly do without, 
in order to keep inventories down as 
much as possible. 

Much interest centers in the plans 
now under way for the consolidation of 
at least three of the largest independent 
steel companies in the country; these 
being the Youngstown Sheet Tube Co. 
of Youngstown, Ohio, the Inland Steel 
Co., and the Steel & Tube Co. of Amer- 
ica, both located at Chicago. It is pos- 
sible also that the Republic Iron & Steel 
Co., the Brier Hill Steel Co., both at 
Youngstown, Ohio, the Lackawanna 
Steel Co., at Buffalo, N. Y., and the 
Bethlehem Steel Co., at South Bethle- 
hem, Pa., may also be included in the 
proposed merger. Should these plans 
go through, it would form a combina- 
tion of steel interests that would be 
second only to the Steel Corporation, 
and would give the proposed combina- 
tion and the Steel Corporation capacity 
for making close to 75 per cent of the 
total pig iron and steel making capacity 
of the entire country. If the proposed 
combination of the independent steel 
companies named above should go 
through, it will be some months before 
it will be an actual fact, as the amount 
of detail work that has to be done can 
hardly be computed. 

The chief encouraging feature of the 
heavy steel trade is the liberal way in 
which the railroads are buying rails 
and steel cars for next year delivery. 
At present, active negotiations are on 
by which the railroads will buy in the 
near future no less than about 400,000 
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tons of rails, while car orders under 
negotiation amount to close to 25,000 
cars of various types. Export business 
in steel products is likely to be heavier 
in 1922 than this year, as the railroads 
have announced reductions in freight 
rates from eastern territory mills to 
Pacific coast points for shipments to 
the Orient and other countries. 

Price changes in the past week on 
heavy steel products were unimportant. 
The market on wire products has settled 
down to a basis of $2.75 base for wire 
nails; $2.50 for plain annealed wire per 
100-Ib. The new demand is not heavy. 
Prices on nuts and bolts are being ma- 
terially shaded. 

In hardware, similar conditions pre- 
vail as in steel. Jobbers and consumers 


are buying in small quantities until 


A Correction 


HARDWARE AGE takes this opportu- 
nity to correct a statement which ap- 
peared in the issue of Dec. 8 to the 
effect that the Western Block Co., 
Lockport, N. Y., had announced a re- 
duction of 10 to 15 per cent on its full 
line of tackle blocks. This informa- 
tion was received from a _ reliable 
source and was accordingly printed in 
good faith. It has since developed 
that no such reduction has been made, 
and the foregoing statement should be 
accordingly disregarded. 


after the first of the year. Prices on 
some lines of hardware are likely to be 
reduced this month, effective on Jan. 1, 
and jobbers and retailers are holding 
off until these lower prices are an- 
nounced. With a few slight exceptions 
holiday goods are moving out quite 
freely, and the holiday trade this year 
will be fairly good. 

Hardware price changes in the past 
week were quite numerous, and nearly 
all were reductions, some being quite 
heavy, and others only slight. Nothing 
definite can be learned as to the impend- 
ing changes in prices that are reported 
as coming between now and the first of 
the year, but it is said they will be im- 
portant, and on some lines -will be much 
heavier than the trade anticipates. It 
is conceded that there is some irregu- 
larity in prices on some lines, that is, 
the spread between the raw and finished 
material is too great and will have to 
be lessened before the buying trade will 
take hold actively. 

Hardware dealers report that the 
Christmas buying this year is confined 
more than ever to the useful gifts, 
largely for the home. This is shown 
clearly in the large purchases of elec- 
trical goods of all kinds, which are more 
and more coming into general use for 
the home. 

Collections are reported as steadily 
slowing down, especially from the coun- 
try districts. Farmers say the prices 
they are getting for their products pro- 
hibit them from either buying freely or 
paying their accounts promptly, and 
this is probably true to a considerable 
extent. 
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Automobile Accessories.—The mild 
weather so far has greatly restricted 
sales of winter goods for the car. With 
some real cold weather, sales of heaters, 
robes and other goods would soon show 
improvement. Tires and tubes are in 
fair demand, and the smaller accessories 
are quiet. There have been some price 
reductions in the past week, mostly on 
Ford parts, these ranging from 10 to 25 
per cent or more. Prices on accessories 
are none too strong, but are being more 
or less shaded, jobbers quoting from 
stocks, f.o.b. Pittsburgh, about as fol- 
lows: 

Reliance jacks, No. 1, $2.33; No, 2, $3.23, 
in lots of 12; A. C. Titan spark plugs, 65c. 
in lots up to 10, and 58c. in lots of from 
10 to 100; Derf spark plugs, 96c. each for 
all sizes, in lots less than 50; Champicn X 
50c. each for less than 100 and 48c. each 
for over 100; Champion regular, 58c. each 
for less than 100, all sizes, and 56c, each 
for over 100. 

Aluminum Goods.—Dealers report 
quite an active demand for aluminum 
goods of all kinds, especially the higher 
class goods, and which are being bought 
largely for holiday goods. No general 
reduction in prices of aluminum goods 
has been made, but it is still intimated 
that this is being considered by the 
makers, and may be put into: effect 
shortly after the first of the year. 

Builders’ Hardware.—The demand is 
reported as fairly active, and the out- 
look indicates a good sized building 
boom in the early spring, in which 
event, demand for builders’ hardware 
and other materials used in new build- 
ing construction is expected to be very 
active. Reports are still persistent that 
the Statler Hotel interests are making 
plans to build a hotel in Pittsburgh and 
Mr. Statler is quoted as saying that 
if it is built, it will be much the largest 
hotel ever built by his company. Prices 
on builders’ hardware are reported as 
firm. 

Bolts and Nuts.—The new demand is 
not very active, and prices are not hold- 
ing firm. On a recent contract placed 
by a jobber for about 200,000 bolts, it 
is said that what are regarded as regu- 
lar prices on the sizes of bolts in this 
particular order were shaded to con- 
siderable extent. Jobbers and consum- 
ers seem to be of the opinion that pres- 
ent prices are not going to hold and 
possibly may be reduced after the first 
of the year, and are buying only from 
hand-to-mouth. Structural rivets are 
fairly firm at $2.30, and cone head boiler 
rivets at $2.40 per 100-lb. Small rivets 
are held in this market at about 70-10 
and 10 per cent off list in fairly large 
lots. Jobbers are quoting from stock 
on large lots about as follows: 

Large structural and ship rivets, $2.2 
to $2.40 base; large boiler rivets, $2.35 to 

2.50 base; small rivets, 70, 10 and 5 to 7 
10 and 10 per cent off list. Machine bolt 
small, rolled threads, 70, 10 and 5 to 70, 10 
and 7% per cent off list. Machine bolt: 
small, cut threads, 70 and 5 to 70 and 10 
per cent off list. Machine bolts, larger and 
longer, 65, 10 and 5 to 70 and 10 per cent 
off list. Carriage bolts, % in. x 6 in 
Smaller and shorter rolled threads, 65, 1° 


and 10 per cent off list. Cut threads, 65 
and 10 to 70 per cent off list. Longer and 
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larger sizes, 65 and 10 to 70 per cent off 
list. Lag bolts, 70 and 10 to 70, 10 and 5 
per cent off list. Plow bolts, Nos. 1, 2 and 
3 heads, 60 and 10 per cent off list. Other 
style heads, 20 per cent extra. Machine 
bolts, ¢.p.c. and t. nuts, % in. x 4 in: 
Smaller and shorter, 65 and 5 per cent off 
list. Larger and longer sizes, 65 per cent 
off list. Hot pressed sq. or hex. blank nuts, 
$5.50 off list. Hot pressed nuts, tapped, 
$5.00 to $5.25 off list. C.p.c. and t. sq. or 
hex. blank nuts, $5.25 off list. C.p.c. and t. 
sq. or hex. blank nuts, tapped, $5.00 off list 
Semi-finished hex nuts: \% in. to 9/16 in., 


inclusive, 80, 10 and 10 per cent off list; 
small sizes S, A. E., 80, 10, 10 and 10 per 
cent off list; 5% in. to 1 in., inclusive, U 
: 70 


S. 8S. and 8S. A. E., 70, 
cent off list. Stove bolts in packages, 80, 
10 and 5 per cent off list. Stove bolts in 
bulk, 80, 10 and 7% per cent off list. Tire 
bolts, 65, 10 and 10 per cent off list. Track 
bolts, carloads, 3.25c. to 3.50c. base. Track 
bolts, less than carloads, 4.25¢c. to 4.50c. 
Upset Square and Hex. Head Cap Screws. 
-% in. and under, 75 and 10 to 80 and 10 
per cent off list; 9/16 in. to % in., 75 and 
10 to 80 and 10 per cent off list. 
Upset Set Screws.—™ in. and under, 80 
10 and 5 to 85 per cent off list; 9/16 to 
% in., 80, 10 and 5 to 85 per cent off list. 
Milled Square and Hex. Cap. Screws.— 
All sizes, 70 and 10 per cent off list 
Mill Set Screws.—All sizes, 70, 10 
5 per cent off list. 


Small lots take 10 to 20 per cent ad- 
vance over above prices. 


Door Checks.—The Larimer Co., 
Aurora, IIl., has issued new prices on its 
full line of door checks and springs, 
showing reductions of 10 to 15 per cent. 

Garden Tools.—C. S. Norcross & 
Sons, Bushness, Il., has announced 
lower prices on its full lines of garden 
tools, cultivators and weeders. 


Iron and Steel Bars.—The new de- 
mand for both iron and steel bars is 
quiet and only for small lots to meet 
actual needs, neither jobbers nor con- 
sumers desiring to have any larger 
stocks on hand at the close of the year 
than are absolutely needed for quick use 
or to fill orders. Some common iron 
bars are reported as coming into this 
market from Eastern mills at prices as 
low as 1.50 cents f.o.b. Pittsburgh, in 
large lots. 


We quote steel bars rolled 
at 1.50c. to 1.609¢c.: reinforcing bars rolled 
from billets, 1.50c. to 1.60c. base: reinforcing 
bars, rolled from old rails, 1.45¢e. to 1.50c.; 
refined iron bars, 2c. to 2.25¢c. in carloads 
f.o.b. mill. Pittsburgh. 


Grass Shears.—The Miller-Jones Cor- 
poration, Syracuse, N. Y., has an- 
nounced a reduction of 10 to 15 per cent 
on its full lines of grass shears. 

Hog Rings.—The Wm. FE. Pratt Mfg. 
Co., Chicago, has announced a reduction 
in prices on hog rings and ringers. 

Mail Boxes.—The Elkhart Hardware 
Co., Elkhart, Ind., has announced a re- 
duction in prices on its full line of steel 
mail boxes. 

Mop Wringers.—The Bushnell Nov- 
elty Co., Mansfield, Ohio, has announced 
a reduction in prices on its full lines 
of pails and mop wringers. 


10 and 10 per 


and 


from billets 


Office of HARDWARE AGE, 
538 Guardian Bldg 
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Wigenasny nce ay generally in the hard- 
A ware trade are somewhat brighter. 
Local retail dealers report some im- 
provement in sales and jobbers continue 
to do a fair volume of business. The 
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Mop Sticks.—The Hardware Specialty 
Co., Inec., Richmond, Va., has reduced 
prices on mop sticks and saw handles. 

Sheets.—The new prices on sheets for 
first quarter of 1922, announced recent- 
ly by American Sheet & Tin Plate Co., 
and also by the independent sheet mills, 
these being 2.25 cents for blue annealed, 
3 cents for No. 28 gage black sheets 
and 4 cents for the same gage of gal- 
vanized sheets, do not seem so far to 
have resulted in very many orders being 


placed with the mills for first quarter 


delivery. It is expected that the new 
demand for sheets will be better after 
the first of the year than it is now. 


Jobbers and consumers do not care to 
accumulate stocks prior to the first of 
the year, and for this reason are plac- 
ing very few orders for shipment this 
month. Jobbers continue to quote 
sheets for delivery from stocks about 
as follows: 

Blue 


- fare 


sheets, 2.75¢. to 
black sheets, » 
gage galvanized, 4.25c. 
from store. Prices 
the size of the 


annealed 
» Bessemer 
2.50c., and No. 28 
to 4.50c. in small 
quoted depend largely on 
order. 

Stitched Belting.—The National 
Leather Belting Co., New York City, has 
announced a slight advance in prices on 
its canvas stitched belting. 

Track Tools.—<As slightly mentioned 
last week, makers of picks, mattocks 
and heavy hammers have made an aver- 
age reduction in prices of about 10 per 
cent. It is not believed that this reduc- 
tion in prices will stimulate new de- 
mand to any great extent, as the trade 
believes the reduction in prices should 
have been larger. Local jobbers are 
now quoting picks at 45 per cent to 50 
per cent off and contractors’ picks at 
40 to 50 per cent off list. 


Tin Plate.—The tin plate mills on a 
general average, are operating at from 
70 to 75 per cent of capacity. Makers 
are accumulating heavy stocks of tin 
plate in order to take care of the ex- 
pected heavy spring demand from can 
makers and other large consumers. The 
American Sheet & Tin Plate Co. has 
taken an order for what is reported to 
be 2,500,000 boxes for Pacific coast de- 
livery. The regular price of tin plate 
is regarded as $4.75 per base box and 
this is reported to be fairly steady. 


Wire Rope.—The Driver-Harris Co., 
Harrison, N. J., has made a reduction 
in prices on wire rope and sash cord. 


Wood Screws.—It is said that low 
prices are being made on wood screws 
by nearly all the leading makers, the 
market being more or less unsettled. 
An announcement of a reduction in 
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holiday trade has stimulated sales with 
jobbing houses, which have taken a fair 
volume of orders for such merchandise 
electrical cooking utensils, silver 
ware, cutlery, glass baking ware and 
flashlights. 

Jobbers are booking a fair volume 
of future orders for some lines of sea- 





lots 


as 
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prices on wood screws by the leading 
makers is looked for in the near future, 
possibly very soon after the first of the 
year. 


Wooden Ware.—Evan I. Reed Mfg. 
Co., Sterling, Ill, has announced a re- 
duction in prices on wooden ware house- 
hold specialties. 


Wire Products.—As noted last week, 
makers have evidently given up the idea 
of maintaining the market on wire pro- 
ducts on the basis of $2.90 for wire 
nails, and $2.65 for plain wire, and there 
is no doubt now of the fact that the 
market has settled down to $2.75 base 
per keg for wire nails, and $2.50 per 
100-Ib. for plain wire. It is said this 
price in plain wire has been shaded on 
some large orders, to a few favored 
customers. Jobbers and retailers are 
not buying nails or wire except in small 
lots to cover actual needs. The demand 
for wire from the agricultural districts 
is reported to be particularly quiet at 
this time. Jobbers have reduced their 
prices on both wire and wire nails on 












small sales from stock and are now 
quoting about as follows: 

Wire nails, $3.10 base k in- 
ized, 1 in. and longer, including large-head 
barbed roofing nails kir t 1dvance 
over this price of § s} in 1 
in., $1.75; bright Bessemer and bas wire, 
$ > per 100 Ib.; annealed fence wire, Nos. 
6 to 9, $2.75; galvanized wire, $3.25: gal- 
vanized barbed wire, $3.60: calvanized fence 

taples, $2.60; painted barbed wire, $3.10: 
polished fence staples, $2 cement-coated 
nails, per count keg, $2.70; these prices 
being: subject to the usual advance for the 
smaller trade, all f.o.b. Pittsbur . freight 
added to point of delivery, terms 60 days, 
net. less 2 per cent off for cash in 10 days. 


Discounts on woven-wire fencing are 68 toa 
704 per cent off list for carload lots. 67 to 
6914 per cent for 1000-rod lots. and 66 to 
6814 per cent for small lots, f.o.b. Pitts- 
burgh. 


Iron and Steel Pipe—lIn our report 
of last week, referring to iron and 
steel pipe, we made note of the fact that 
some very large orders for line pipe 
have been placed by some of the lead- 
ing oil companies, and since that time, 
additional large orders have been 
placed, the mills making line pipe now 
being reported as quite well filled up. 
The new demand for butt weld sizes of 


pipe, used in new building construc- 
tion, is reported more active than for 
some time. 

Prices are holding fairly firm jobbers 
quoting from stock, f.o.b. Pittsburg! as 
follows: 
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sonable goods for spring delivery, or- 
from the country districts being 
etter than from the large cities. Wire 
cloth and rope and some other items 
are moving well for spring. Both job- 
bers and retailers report a better move- 
ment in enameled and aluminum kitchen 
ware. Some of the local retailers say 


iers 





80 


that their sales have been confined 
largely to staple lines on which there 
is a small margin of profit. However, 
with the holiday business under way, 
more profitable lines are beginning to 
move. 

Very few price changes are reported, 
the most important being reductions on 
wood screws and twist drills. Competi- 
tion has resulted in slightly lower 
prices on wire cloth. 

Automobile Tires and Accessories.— 
Recent weather conditions have stim- 
ulated the demand for tire chain, but 
other lines of automobile accessories 
are moving rather slowly. Tubes and 
casings continue to move moderately, 
the demand for these being about nor- 
mal for this time of year. 


We quote from jobbers’ stocks, f.o.b. 
Cleveland: Reliance jacks, No. 1, $2.33; No. 
2, $3.33, in lots of 12; A. C. Titan spark 
plugs, 65c. in lots up to 10, and 58c. in lots 
of from 10 to 100; Derf spark plugs, 96c. 
each for all sizes, in lots less than 50; 
Champion X, 50c. each for less than 100 
and 4c, each for over 100; Champion regu- 
lar, 58ec. each for less than 100, all sizes, 
and 56c. each for over 100. 

Axes.—Although it is getting late in 
the season for axe sales, jobbers report 
that there is still quite a little demand. 
Prices are unchanged. 

Jobbers quote: First grade single bitted 
axes, handled, $21 per doz.; unhandled, $17 
per doz.; double bitted axes, handled, $26.50 
per doz.; unhandled, $22.50 per doz.; sec- 
ond grade axes, single bitted, handled, $19 
per doz.; unhandled, $16 per doz.; double 
bitted, handled, $24 per doz.; unhandled, 
$21 per doz. 


Bolts and Nuts.—Slightly lower 


prices are being named on bolts and 
nuts than have been generally quoted 
recently. The demand is light. 


Jobbers quote: Large and small machine 
bolts, cut thread, 65 and 5 per cent off list; 
carriage bolts, large and small, cut thread, 
65 per cent off list; stove bolts, 75, 10 and 
5 per cent off list, 


Binder Twine.—Jobbers are booking 
a good volume of business in binder 
twine for spring shipment, subject to 
prices to be announced later. New 
prices may not be named for two 
months or more. Some orders are be- 
ing taken for early shipment for which 
jobbers quote binder twine at $5.50 
for 50 pounds. 

Cutlery.—Sales of cutlery for the 
holiday trade have been fairly good dur- 
ing the past two weeks. Items that 
are moving best include pocket knives, 
carving sets, razors and silverware. 

Cotter Pins.—The J. H. Williams Co. 
has made a reduction of 10 per cent 
on spring cotter pins, which are now 
quoted by jobbers at 90 and 40 per cent 
off list. 

Electrical Heating Appliances.—The 
demand for electrical heating appliances 
for the holiday trade is very satisfac- 
tory. The items that are moving the 
best are irons, percolators and toasters. 

Eaves Trough and Conductor Pipe.— 
There is virtually no call for these items 
at present. Prices are unchanged. 

Jobbers quote: Galvanized eaves trough, 
crated, at 78 per cent off list Conductor 
pipe, crated and nested, 71 per cent off list; 
crated and not nested, 68 per cent off list 

Fence.—Little fence has been sold as 
yet for spring delivery and the demand 
at present is very light. Prices are 
unchanged. 
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Jobbers quote fence, f.o.b. Pittsburgh, at 


68 per cent off list for mill shipment and* 


67 per cent off list for less than carloads, 
mill shipments. 


Galvanized Ware.—There is a fair 
volume of activity in galvanized ware 
and price cutting which was in evidence 
recently seems to have disappeared. 


Jobbers quote galvanized tubs with 
wringer attachment: No. 1, $7.25 per doz. ; 
No. 2, $8.25 per doz.; No. 3, $9.25 per doz. 
Heavy Red Band tubs, No. 1, 


doz. ; 16-qt., $3.40 per doz. 

Guns and Ammunition.—The season 
is about over for the purchase of guns 
and sales have been fair. The demand 
for shells has been heavy and is still 
holding up. 

Handles.—There is little activity in 
handles at present. Prices are un- 
changed. 


Jobbers quote: Hickory axe _ handles, 
single and double bitted, best grade, $5 per 
doz.; XXX grade, per doz.; XX 
grade, $3.60 per doz.; X grade, $3 per doz. 

American Fork & Hoe Co.’s wood “D” 
shovel, spade and scoop handles, X grade, 
$6 per doz.; malleable “D’ grade manure 
fork and spading fork handles, $5 per doz. ; 
X grade, long shovel spading handles, $4.50 
per doz.; hay and manure fork handles, X 
grade, 4-ft., $3.15 per doz.; 4%4-ft., $3.60 
per doz.; XX grade, 4-ft., $4.25 per doz.; 
4¥%,-ft., $4.60 per doz. 


Ice Skates.—Sales on ice skates have 
apparently been somewhat stimulated 
by the holiday demand and orders are 
fairly plentiful. 

Levels.—Demand for levels is at 
present rather light. Prices are un- 
changed. 


Jobbers quote levels as follows: No. 0, 


cherry, non-adjustable plumbs and levels, 
$11.50 per doz.; same, adjustable, with 
brass trimmings, $20 per doz.; No. 93, 
mahogany levels, adjustable and _ brass 
bound, 24-in., $2.89 each; 26-in., $3.13; 28- 
in., $3.26; 30-in., $3.40. 

Nails and Wire—The demand for 
nails and wire has tapered off some- 
what, as is usual in the closing month 
of the year. Prices are the same. 

Jobbers quote nails at $3.40 per keg for 
less than car lots for stock shipment; $3.25 
per keg for less than car lots for mill ship- 
ment; $3 per keg for car lots for mill ship- 
ment. For shipment from stock, jobbers 
quote No. 9 annealed wire, $3.15 per 100 
lb.; No. 9 galvanized wire, $3.65 per 100 
Ib.; cement coated nails, $3 per keg; plain 
staples, $3.55 per keg; galvanized staples, 
$4.05 per keg. 

Oil Cook Stoves.—Retailers are not 
as yet placing many orders for oil cook 
stoves for spring delivery. Prices are 
unchanged. ° 

Jobbers quote oil cook stoves as follows: 
Harvard, 2-burner, $10.85: 3-burner, $14.25; 
i-burner, $18.20. Cabinet type, 2-burner, 
$14.35: 3-burner, $18.50; 4-burner, $24.20. 

Oilecloth Binding.—A price reduction 
of 10 per cent has been made on oil- 
cloth binding. 

Paints and Varnishes.—Jobbers con- 
tinue to do a moderate volume of busi- 
ness in future orders for paint and var- 
nishes. As far as the trade can ascer- 
tain, there will be no price changes in 
the near future. Prices on turpentine 
and oil show slight fluctuations. 


Jobbers quote best quality of paints at 
$2.60 per gal. for colors and 2.75 for 
white; turpentine, 9644c, per gal. in barrel 
lots; linseed oil, 77c. per gal. for raw oil 
and 79%c. for boiled oil, and the best quality 
of white lead at 12\%c. per Ib. for 100-Ib. 
kegs. 


Poultry Netting and Wire Cloth.— 
Keen competition has resulted in con- 
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siderable price shading on black wire 
cloth. Other grades are firm. While 
$1.90 is the minimum price quoted by 
some jobbers on the best grade of black 
wire cloth, some lower prices are ap- 
pearing. Considerable business is be- 
ing booked on wire cloth for spring de- 
livery. There is also some price shad- 
ing on poultry netting. 

We quote prices as follows for mill or 
stock shipment: Poultry netting, galvan. 
ized after weaving, 50 to 55 per cent dis- 
count; black wire cloth, 12 mesh, $1.90 to 
$1.95 per 100 sq. ft.; galvanized, $2.40 per 
100 sq. ft.; bronze wire cloth, 14 mesh, $6.75 
per 100 sq. ft. 

Rope.—Although manufacturers re- 
cently advanced the price on manila 
rope 1 cent a pound, some of the job- 
bers still have contracts at the old price 
and have not yet made the advance. 
Sales for spring shipment are fairly 
good. 

Refrigerators.—Some small lots of 
refrigerators are moving for spring 
shipment, but buyers of half carload 
lots are generally withholding orders. 


Roller Skates.—There is some activ- 
ity in roller skates, owing to holiday 
orders. 


Jobbers quote boys’ ball béaring roller 
skates at $1.75 per pair and girls’ roller 
skates at $1.85 per pair. 


Step Ladders.—Manufacturers have 
announced prices for step ladders for 
delivery until April 1, these prices being 
the same as have prevailed during the 
past few months. The present prices 
are regarded as fairly low, and it is re- 
ported that there is a possibility of an 
advance owing to the fact that spruce 
lumber has advanced, 


Jobbers quote full rodded best grade step 
ladders for stock shipment at 53c. per ft.; 
full rodded standard grade, 47c. per ft.; 
—— nailed ladder, not rodded, 35c. 
per ft. 


Stoves.—The demand for both heat- 
ing and cooking stoves continues light. 
Stocks of manufacturers, jobbers and 
retailers are low. 


Steel Sheets.—Mill prices on sheets 
seem to be fairly well stabilized at pres- 
ent, following the recent advance. The 
demand is slow. 

Jobbers quote No. 28 black sheets at 
3.75¢e.; No. 28 galvanized sheet at 4.75c.; 
and No. 10 blue annealed at 3.10e. 

Screws.—Another reduction has been 
made in wood screw prices by the 
addition of another 7! per cent to the 
present discounts, 


Jobbers quote screws as follows: Flat 
head, bright, 75, 2-10s, 5, 10 and 7/2 per 
cent off list; round head, blued, 75, 10, 5, 10 
and 7'/ per cent off list; round head nickel, 
65, 10, 10 and 7% per cent off list; round 
naet brass, 70, 10, 5, 10 and 7!/ per cent 
off list. 


Twist Drills—A price reduction of 
approximately 20 per cent has_ been 
made by manufacturers on carbon and 
high-speed twist drills. Resale prices 
for jobbers have not yet appeared, but 
these are expected to show a corre- 
sponding reduction. 

Wheel Goods.—There is good demand 
for express wagons, coaster wagons, 
velocipedes and tricycles for the holi- 
day trade. 


Jobbers quote medium size 
wagons as follows: Chief Scout, 
Janesville, $6.08; Sherwood, $5.95. 


coaster 


$5.75 
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Office of HARDWARE AGE, 
+ 38725 Colfax Ave., So. 
Minneapolis, Minn., Dec. 9, 1921. 


J OBBERS report that considerable 
belated interest is now being shown 
in holiday goods. Dealers state that 
Christmas shopping is starting some- 
what earlier than usual and they are 
confident that there will be a good 
volume of holiday trade. Considering 
general conditions it may be said that 
sales are holding up very well, and do 
not justify any pessimism as to the 
future. The business is there for those 
that go after it in the right way. 

Builders’ Hardware.—Sales of build- 
ers’ hardware continue to be uniformly 
good and indications are for a good 
business throughout the winter. The 
building outlook for next spring is very 
encouraging, and many plans are al- 
ready being drawn. 

Axes.—Sales continue to be of only 
fair volume, Prices remain as for some 
time past. 


We quote from local jobbers’ stocks: 
Single bit, $14.50; double bit, $19.50, base 
weights. 


Brads.—Brads continue to be very 
satisfactory sellers for this season of 
the year. Prices are firm. 


We quote from local jobbers’ stocks: 
Brads in bulk, 75 per cent; in small pack- 
ages, 70 per cent, 


Bolts.—Sales of bolts continue to be 
of rather small volume. There has been 
a decline in the prices quoted for ma- 
chine and carriage bolts. 


We qyote from local jobbers’ stocks: 
Small carriage .bolts, 60-5 per cent; large 
earriage bolts, 50-10-5 per cent; small ma- 
chine bolts, 60-10-5 per cent; large ma- 
chine bolts, 60 per cent; stove bolts, 75-10 
per cent; lag screws, 60-10 per cent. - 


Coal Hods.—The demand for coal 
hods is gradually declining as the sea- 
-son advances. Prices remain as when 
last quoted. 


We quote from local jobbers’ stocks: 
Japanned, open, 17-in., $3.95; japanned, 
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open, 18-in., $4.40; japanned, funnel, 17-in., 
$4.95; japanned, funnel, 18-in., $5.45: gal- 
vanized, open, 17-in., $5.25, galvanized, 
open, 18-in., $5.70; galvanized, funnel, 17- 
in., $6.45; galvanized, funnel, 1S-in., $7 

Eaves Trough, Conductor Pipe and 
Elbows.—Sales are good for this season 
of the year. Stocks are ample and 
prices remain unchanged. 

We quote from local jobbers’ 

Eaves trough, 28 gage, 5-in., lap joint, 

gle head, $4.50 per 100 ft.; 3-in. conducto 
pipe, 28 gage, corrugated, $4.50 per 100 
ft.; elbows, 3-in., corrugated, $1.63 per doz 

Files—Demand continues to be 
rather inactive. Jobbers’ stocks are 
ample. Prices are firm. 

We quote from local jobbers’ stocks: 
Nicholson files, 60 per cent; Arcade files, 
60-10 per cent; Riverside files, 65-10 per 
cent. 

Galvanized Ware.—This line con- 
tinues to be rather inactive, with the 
exception of ash cans which have been 
selling quite freely. These have not 
been quoted because of the wide variety 
of grades and prices. Prices remain 
firm. 

We quote from leon jobbers’ stocks* 

Galvanized ee No. $6.40 per doz.; No. 
2 $7.20; No $8.40; hae galvanized No. 
1, $18.50; No 2, $20.50: No. 3, $22.80; 
standard 10-qt.. ‘galvanized pails. $2.24 
12-qt., $2.46; 14-qt., $2.75; 16-qt. stock 
pails, $4.35; 18-qt., $4.80. 

Glass and Putty.—While sales in this 
line are now slowing up there has been 
a very satisfactory volume of business 
this fall. Prices remain as when last 
quoted. 

We quote from local jobbers’ stocks: Sin- 
gle strength, 80 per cent; double strength 
window glass, 82 per cent. Commercial 
putty in bladders, $4.10 per cwt. 

Lanterns.—Business continues to be 
fair although sales are naturally slow- 
ing up at this time. Prices remain the 
same. 

We quote from local jobbers’ stocks: 
Tubular long globe, $14 per doz.; tubular 


short globe, $13.25 per doz.: tubular dash, 
$17.60 per doz. 








Paint Material Prices 


as Quoted in New York—December 12. 
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Nails.—Sales continue to be very 
satisfactory in all sizes used for con- 
struction purposes. Prices remain as 
when last quoted. 


We quote from local jobbers’ st 
Standard wire nails, $4 base; ceme 
coated nails, $3.40 base. 


Oil Heaters.—The fall demand for oil 
heaters has been quite satisfactory al- 
though sales are now slowing up as 
the season closes. Prices are unchanged. 


We quote from local jobbers’ stocks: 
J ‘panned, polished steel, 3-qt. capacity, 
S ) each; nickled, polished steel, 4-qt. 
capacity, $5.40 each; blue enameled body, 
t-qt pacity, $7 each 


Paper.—Sales of builders’ paper con- 
tinue to be very good for so late in 








the fall. No price changes have been 
recorded. 
: We qu te fro local jobbers’ stocks: No 
2 tarred felt. $2.80 per ewt threaded felt, 
$1.58; red ri thing, $2.90 per ewt. 
Sales remain ‘fairly satisfac- 

tory. Prices show no change since the 
advance reported in the last issue. 

We quote from | ers’ stocks: 
Pure manila rope, 191. base; pure 


sisal rope, 1414.c. per Ib 


good demand for eon potent 
not as large as some weeks ago. Prices 
remain as for some time past. 

We quote from local jobbers’ stocks 
Best grade No. 1 at $7.20 per ream: second 
grade No, 1 at $6.50 per ream: No. 1 garnet 
paper at $15 per ream. 

Sash Cord.—Demand is still of good 
volume for this season of the year. 
Prices remain firm. 

We quote from local jobbers’ stocks: 
Best grade, 65c. per lb.; ordinary grades, 
36c. per Ib. 


Sash Weights.—While the bulk of fall 
sales are undoubtedly over, there con- 
tinues to be a fair demand. Prices have 
declined slightly. 








We quote from local jobbers’ stocks 
$2.20 per cwt. 

Screws.—In spite of the fact that the 
market for screws has been somewhat 


1921 





Animal, Fish and Vege- Neatsfoot pure gal...... 922@ — White Seal ......+.-- 11 @11% as ~¥ - Terpen ~ tine, 
table Oils— Extra No. 1, gal.... .72@ — Dry Colors r gal., yard Dasis 
Palm, Lagos. in ca Per Id Colors in Oil 
Linseed, Raw, carload spot per Ib. eee - T@T% , RLAC K :— 
lots, gal, eeeeeeeere Seite: ‘Dw bbl Ib 27@ — Black, Carbon Gas....10%@20 4 
City, 5-bbl. lots, gal... a a meee Black, Bore ......+.+0- 5%@10 ; 
} Black, Drop .........+. 
mee 5 = Whiting in Cwt. Black, Ivory ......+.- 15 @30 
7 ee eee Commercial .....+++++: $1.15@1. -20 Eamepblack .ccccscccne 16 @40 
Bolled, 2¢ per gal. advance on Raw. Gilders ..seeeeeeerere . > th = Wie CUNNING. cs ccoce 50 @— @ 
Lard, city, Steam.... . 9%@9% Ex. Gilders ...+-++++- Blue. Prussian .. 50 e— eo 
TOWEPER cw ccccccnece 114% @11% Blue, Soluble ( -— 80 
on hi 11 y oo Ms Glues Blue, Ultramarine 10 @35 245 
Neutral ...cceeeees ° 1@ 2 ee Me cccccucudean .20@ .22 Blue, Milori, Ib....... 50 @— cement 
Cotton seed, Hide, Ib. ..eeceeeeeee 26@ -28 Brown, American, Burnt 34%@ 4 onsen fad 
Bleachable 7% @— Bue MR cern cesteees 13@ .15 Brown, Sienna, Italian, ae ‘ s °L@24 
See ee : Burnt and Powdered. en@ie I t 
Yellow Summer, Prime, : Gum Shellac Turkey, Umber ....... @é ades °20@22 
BB cccccccccesccece « O@ OM Diamond I ....-eeeeeee 808 — . ve gen . 
Crude in DbIS. «oesseeeeeereeces ’ Sh cappella iain ‘boa as Green, Chrome Chem!- . oe 
Tallow, acidiess, gal... .82@ — be ati! Soc ccveed ‘nominal cally Pure, Ib.......39 @— GREEN } 
’ ala Button .....0--eee- nemina Grinde 14 @i5 ( Pr. S@20 
Menhaden 2 Barre. 6s@ — PTIMNGOTH occ eeceeees e 
Crude, in bbls 29@ — VW. B. Qe ceccccccceces s0@ — Common 2... eseeees 13% @— _ RED: 
ie naga aia 42 44 Bone Dry ....-scceceee 78@ — i — | atiaiiaens _ 
Light pressed, gal....- 420 . Orange, Fine .....++++ 70@ — Paris, Green, Bulk = Red Lead «Minimum 
1 bb! Orange, Superfine a 72@ — BUGGMEE cccsicccer 22 @235 — ait 100 $ D13.75 
Cocoanut, Ceylon, Red Carmine, No. 40 havotmar P 
N. ¥., per Ib....... 0% @9% White and Red Lead, Ete. “pulk a ip 4 Me eee 4.25@4.50 Venetian 
wy = ic, Prime 42@ .48 Cents Der Ib. Indian Red, Standard..12 @ 14 WHITE: 
Cat crea hy bol | 4@ 145 White Lead, Dry.....-- 7T4@T% Rose Pink | eseeceece 7 oo White lead in ofl, 100 ‘ 
ewroundiand, oe “ ose . nscan (| en ee ‘ - 1 Ss 
Corn, Refined bbl. Ib..  -11@11% Sine Natural Red Oxide....10 @14 vEEL0w 
Crude bbl., per Ib... .. 10@10% Sotho, Sepecten, or = 742 ra Vermillion, Engtish x0 a Chrome 4 
o DORAL «cee eee eeeee ' P = ‘ 
— Sa rey '$1.15@1.20 Green Seal .....+-+++: 9% @104% Yellow, Chrome 18 21 Ochre, Fren 













82 


more active recently, there has been a 
substantial decline in jobbers’ prices. 

We quote from local jobbers’ stocks: 
Flat head bright wood screws, 80-10-5 per 
cent; round head blued screws, 75-10 per 
cent; flat_head japanned, 75 per cent; flat 
head brass, 75-5 per cent; round’ head 
brass, 70-10 per cent. 

Snow Shovels and Sidewalk Scrapers. 
—tThere is a very good demand at the 
present time for shovels and scrapers. 
Jobbers’ stocks are ample and prices 
are firm. 

We quote from local jobbers’ stocks: 
Wood, straight handle, $5.20 per doz.; steel 
blade, straight handle, $4.50 per doz.; gal- 
vanized steel blade, D handle, $11 per doz. ; 
steel sidewalk scrapers, $4.50 per doz. 

Solder.—Cold weather has brought 
on a somewhat better demand for 
solder. There has been an advance of 
'4 cent per lb. in price. 


We quote from local jobbers’ 
Half and half solder, 22%4c. per Ib. 


Steel Sheets.—The demand for steel 
sheets remains inactive. Prices remain 
as when last quoted. 

We quote from tocal jobbers’ stocks: 
28 gage galvanized sheets, $5.25 per cwt.; 
28 gage black sheets, $4.25 per cwt. 

Steel Traps.—Traps are now meeting 


prices: 
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with a fairly ready sale as the trapping 
season is now on. Prices remain un- 
changed. 

We quote from local jobbers’ stocks: 
In dozen lots: Victor No. 0, $1.71; No. 1, 
$2.01; No. 1%, $3.05; No. 2, $4.21; New- 
house No. 0, $4.75; No. 1, $5.62; No. 1%, 
$8.50; No. 2, $12.56. 

Stove Goods.—While there are still 
some sales from day to day, the bulk 
of the demand is no doubt over for this 
season. Prices are the same. 

We quote from local jobbers’ stocks: 
Stove boards, crystallized, 28 x 28, $16.15; 
30 x 30, $18.15; 36 x 36, $26.10; stove pipe, 
uniform blued, 28 gage, 6-in., $13.50 per 
crate K. D.; elbows, 6-in., common corru- 
gated, $1.56 doz.; 6-in., adjustable, char- 
coal iron, $2.05 doz.; dampers, cast iron, 
wood or coil handle, $1.50 per doz. ; shovels, 
japanned, 15-in., 75c. doz. ; japanned jumbo, 
21%-in. $1.70; japanned jumbo junior, 
14-in., 90c. doz. 

Tin Plate.—The local market does not 
show any improvement, and continues 
dull. Prices remain unchanged. 

We quote from local jobbers’ 
Furnace coke ICL, 20 x 28, $13.55; 
tin IC, 20 x 28, 8-lb. coating, $13.50. 

Washers.—The demand for washers 
remains dull and inactive. It is re- 
ported that manufacturers have an- 
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nounced reductions in price, but these 
have not yet been put in effect by job- 
bers. 

_ We quote from local jobbers’ stocks: 
One-half in. wrought steel, $6.45 per cwt.; 
l-in. wrought steel, $6 per cwt. 

Weatherstrip.—The bulk of the sea- 
son’s sales have now been made. Prices 
remain the same. 

We quote from _ local 
Wood and felt, %-in. and 
100 ft.; 1l-in., $2.85 per 100 

Wheelbarrows.—The demand for 
barrows continues to be only of fair 
volume. Prices show no change. 

We quote from lotal jobbers’ stocks: 
Wood stave fully bolted, $86 per doz.: No, 
1 tubular steel, $7 each; No. 1 garden, 
$5.40 each. 

Wire.—Demand for wire remains 
rather inactive, although jobbers report 
that some dealers are arranging for 
next spring’s stocks. Prices remain as 
last quoted. 

We quote from local jobbers’ stocks: 
Barbed wire, painted cattle,. 80-rod spools, 
$3.43; galvanized cattle, $3.78; painted hog 
wire, $3.60; galvanized hog wire, $4.05; 
smooth black annealed, No. 9, $3.70 per 
ewt.; smooth galvanized annealed, No. 9, 
$4.20 per cwt. 


jobbers’ stocks: 
%-in., $2.10 per 
ft. 
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Special Railroad Rates 
Western Hardware Convention 


The railroads have granted a rate of 
one and one-half fare for the round 
trip on the certificate plan to the con- 
vention of the Western Retail Imple- 
ment and Hardware Association to be 
held in Kansas City, Jan. 17, 18, 19, 
1922. 

Going tickets may be purchased Jan. 
13-19, and will, when properly valid- 
ated, be honored for return tickets at 
one-half fare, if presented not later 
than Jan. 23, 1922. 

This reduced fare will apply from 
the following territory: Kansas, Col- 
orado, Missouri, Arkansas, Oklahoma 
(including Memphis and Texas). 

The program is about completed and 
will be the most attractive the Western 
Association has ever presented. The 
celebration of the “Third of Century” 
anniversary will be made a feature of 
the program. 


Washington News 
(Continued from page 69) 


“The country is growing in popula- 
tion, and there is need and there will 
be constantly growing need for an ex- 
pansion of the railways. This need for 
expansion can be met only if they can 
market their securities. 

“If the railways can receive no ade- 
quate return it is at once obvious that 
they cannot market their securities. 
The corollary follows that they will 
fall into a delapidated condition and 
their facilities will be insufficient to 
supply the public needs. 

“Not only would this be a disaster 
to the railroads as business enterprises, 
it would be a calamity affecting in a 
most serious way every shipper and 
every consumer. This condition would 


tend inevitably in the direction of gov- 
ernment ownership.” 


Must Organize Against “Blocs” 


With the senators and members, who 
pose as the friends of the farmer, in 
both Senate and House fighting for 
legislation that would spell ruin for the 
railroads of the country, business men 
everywhere will feel like echoing the 
sentiments recently expressed by Otto 
H. Kahn, the well-known New York 
banker, who declares that business men 
must organize and defend themselves 
“to overcome the baneful effects of the 
agricultural bloc in Congress.” Busi- 
ness, Mr. Kahn declares, stands in need 
of a spokesman and organizer, not for 
the purpose of forming a business bloc 
but to counteract the influence of the 
pernicious organizations now operat- 
ing in Congress which are contrary to 
the genius and underlying principles 
of American institutions. 

“What I want to see,” Mr. Kahn con- 
tinues, “is an intelligent and effective 
representation in Congres of the aims 
and ideas of business in public affairs, 
and a corresponding attitude in primary 
and electoral campaigns; not in order 
to promote selfishly and narrowly any 
class advantage of business and capi- 
tal, but indeed to prevent the ascend- 
ancy of selfish and narrow organiza- 
tions with crude notions or demagogic 
appeal, and thus to aid in furthering 
the welfare and progress of the whole 
nation.” 

Amen! 

S. Robert Schwartz & Bro., 729 
Broadway, New York, have recently 
issued a catalog covering their complete 
line of adjustable desk portables and 
floor lamps. 


Hoover Week Campaign 


Hardware dealers who are agents for 
the Hoover Suction Sweeper Co., North 
Canton, Ohio, have again been lined 
up in friendly rivalry during Hoover 
Week. This period, between Dec. 8 and 
Dec. 15, is celebrated annually as the 
occasion for a very active and intensive 
sales campaign on Hoover sweepers. 
The advisability of the Hoover sweeper 
as a practical and attractive Christmas 
gift is one of the biggest talking points 
advanced. 

A big feature of this campaign is a 
window display contest open to all deal- 
ers. There is no need of competing 
dealers purchasing stock or equipment, 
as the manufacturer will furnish gratis, 
upon request, any desired material. 
Fourteen cash prizes will be given for 
the window displays considered the most 
unique and original. The first award is 
$200, the second $100, the third $70 and 
the fourth $50. The next ten ranking 
windows will be awarded $10 each. In 
case of a tie for any award the full 
amount of such award will be paid to 
each tying contestant. 

The judges will be Gerald Page-Wood, 
art director; George W. Cox, and Oscar 
Bryn, of Erwin, Wasey & Co., Chicago; 
H. Earl Hoover and M. Munson of the 
Hoover Suction Sweeper Co. 

Interested dealers may obtain a 
“broadside” giving further details on 
Hoover Week from the company. Com- 
peting photographs must be in the 
hands of the company on or before 
Jan. 1, 1922. 


To stimulate the holiday sales on 
Walworth Stillson wrenches the Wal- 
worth Mfg. Co., Boston, has made up 
special Christmas boxes and display 
material which call attention to their 
wrench as a practical gift with utility 
uses about the home. 








